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Have you a “hidden gold mine” of potential earning 
capacity which with 

— an opportunity 

— practical sales training 

— result-producing direct mail 

— thorough and consistent field help 


— friendly cooperation at all times 


would help you realize your goal? 


Salesmen with the ambition to succeed will find a real 
opportunity with 
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How high 


is up? 





Pot sometimes come to us and say something like this: 
“I make $40 a week. How much life insurance should I own?” 


We wish we could answer that question. But, frankly, it 
is a little like asking: “How high is up?” or “How long is a 
piece of string?” The only answer we know is: “It depends.” 


The amount of life insurance a man should own depends 
on a great many things. Each man’s case is a strictly indi- 
vidual problem. For example: Is he married? How many chil- 
dren has he? How old are his children? Has he other depend- 
ents? Does he own a home? Is it mortgaged? What is his 
occupation? What are his other assets? 


If a man is not married, he may not require so much pro- 
tection as a man making the same income who is married 
and has four children. A man who owns a home may want 
to provide additional insurance to enable his widow to pay 
off a mortgage. These and a great many other considera- 
tions make it impossible to lay down any one rule or set forth 
statistics governing how much life insurance any particular 
man should own. 


An average figure should never be taken as a guide in de- 
termining the insurance needs of any given individual. For 
instance, one man may find that a certain per cent of his 
income will buy the kind and amount of life insurance that 
he should own, under his circumstances. His neighbor, on the 
other hand, may find that this same per cent of income pro- 
vides more than adequate protection. 


That is why the question: “How much life insurance should 
I own?” can be answered intelligently only after a trained, 
experienced life insurance agent has made-a conscientious 
study of each individual problem. 
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This is Number 44 in a series of advertisements designed to give the public 

a clearer understanding of how a life insurance company operates. Copies 
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Metropolitan Life Insurance Company 
(A MUTUAL COMPANY) 
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THIS IS THE FORTY-FOURTH in Metropolitan’s series of 
advertisements designed to give the public a clearer under- 
standing of how a life insurance company operates. It ap- 
pears in: Collier’s, Dec. 6; Saturday Evening Post, Dec. 6; 





Business Week, Dec. 6; Time, Dec. 1; American Weekly, 
Dec. 7; This Week, Dec. 14; Forbes, Dec. 1; United States 
News, Dec. 5; Nation’s Business, Dec.; Fortune, Dec.; 


Newsweek, Dec. 1. 
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Study Effect of 
Harvester Plan 
in Group Field 


Will Permanent Insurance 
Element Be Extended 
to Other Risks? 


Those interested in group insurance 
are studying not only the details bu 
the implications of the nlan that ha, 
been put into effect by the Internationas 
Harvester Company with Aetna Lift 
which was publicized in last week’s edi- 
tion. This is believed to be the first 
group plan whereunder is included a 
permanent form of insurance for the 
employe. There has been a great deal of 
thought given by the ‘group specialists 
to the idea of providing such permanent 
insurance in some way or another but 
this is apparently the first actual appli- 
cation of the principle. Two or three 
years ago one_of the big corporations 
stated that it had accepted a certain 
group proposal because it did provide 
for permanent insurance for employes, 
but this is believed to consist of the or- 
dinary type of group insurance supple- 
mented by a salary savings plan. 


Can Principles Be Applied Generally? 


The big question is whether the prin- 
ciples of the International Harvester 
plan are suitable and desirable for ap- 
plication generally, or whether this par- 
ticular plan is merely a scheme that was 
particularly appropriate to International 
Harvester because of a singular situa- 
tion existing in that organization. Some 
of the leaders in the group field believe 
that after all the traditional plan of 
issuing annual renewable term insurance, 
whereunder because of the low acqui- 
sition cost and other expense factors in 
the group field, from 80 to 85 percent 
of the premiums are returned in the 
form of benefits, cannot be surpassed 
from the standpoint of employer and 
employe. Those of this opinion believe 
that there will be some group plans 
Written now that will embody the prin- 
ciples of the International Harvester 
scheme but that there will not be a 
Significantly large departure from the 
usual arrangement. They believe that 
the employe should make his purchases 
of permanent forms of insurance indi- 
vidually to supplement his benefits un- 
der the group policy. 


Paid Up Feature 


Under the International Harvester 
Plan, an employe gets a certain face 
amount of insurance, which does not 
vary unless he is advanced to a higher 
income bracket and is entitled to a 
larger face amount. The entire pay- 
ments that the employe makes for the 
insurance are used to buy for him single 
Premium paid up life insurance. The 
difference between the face amount of 
Is paid up insurance and the face 
amount of his group certificate con- 
sists of annual renewable term, the cost 


Insurance Teachers 
Card Arranged 


Varied Program for 
University Group in 
N. Y. Dec. 29-30 


The program has now been announced 
for the annual meeting of the American 
Association of University Teachers of 
Insurance at the Biltmore Hotel in New 
York Dec. 29-30. At each of the sessions 
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S. S. Huebner R. H. Blanchard 
a distinct topic will be developed by a 
group of speakers. 

At the morning meeting, Dec. 29, with 
Ralph H. Blanchard of Columbia Uni- 
versity as chairman, the topic is “Sig- 
nificant Developments in Insurance Ed- 
ucation.” 

That afternoon with Holgar J. John- 
son, president Institute of Life Insur- 
ance, in the chair, there will be treated 
the topic, “Loss Experience and Loss 
Prevention Under War Time Condi- 
tions.” The speakers will be J. H. Har- 
vey, director National Conservation Bu- 
reau, on “The Place of Safety in the De- 
fense Program;” A. Bruce _ Bielaski, 
head of the arson division of the Na- 
tional Board of Fire Underwriters, “The 
Risk of Arson,” and William D. Winter, 
president of Atlantic Mutual, on “Ma- 
rine Insurance in a World at War.” 

That evening with Dr. Huebner as 
chairman there will be a dinner. The 
principal speaker will be Capt. Reese F. 
Hill, secretary of the war department’s 
advisory committee on insurance, who 
will speak on “The Role of Insurance in 
the Defense Program.” Captain Hill be- 
fore entering the service was special 
agent for Fidelity & Casualty. The 
famed war department rating plan for 
insuring projects awarded on the cost 
plus a fixed fee plan is also ‘known for 
the sake of brevity as the Hill plan, in 
view of the fact that Captain Hill was 
largely instrumental in devising it. 

The next morning there will be a joint 
meeting with the American Finance As- 
sociation, the chairman being Fred R. 
Niehaus of the University of Colorado. 
Speakers will be C. L. Parry of Metro- 
politan Life on “Services of the Insur- 
ance Industry in Defense and War Fi- 
nance,” Kenneth Field, Carnegie Insti- 
tute of Technology, on “The Outlook for 
Equity Capital,” and Frank Travers, 
vice-president of Lincoln National Life, 
who will conduct discussions. 











of which is defrayed entirely by the em- 

ployer. Thus there is an increasing 

amount of paid up life insurance and 
(CONTINUED ON PAGE 11) 


Associations Plan 
Great Myrick 


Dinner Dec. 17 


NEW YORK-J. S. Myrick, second 
vice-president of Mutual Life, will be 
honored guest at a great life insurance 
dinner Dec, 17-at the Astor Galleries of 
the Waldorf-Astoria. The dinner is 
sponsored by 11 life insurance organiza- 
tions—National Association of Life Un- 
derwriters, New York Life Underwriters 
Association, New York Managers, New 
York C. L. U., Mid-Town Managers, 
General Agents Round Table of New 
York, Brooklyn Managers, Life Super- 
visors of New York, Brooklyn Life Su- 
nervisors, League of Life Insurance 
Women, New York State Association of 
Life Underwriters. 

The dinner is in the nature of a spon- 
taneous expression of appreciation for 
Mr. Myrick’s great services to life in- 
surance through the years as a field man. 
Mr. Myrick is one of the outstanding fig- 
ures in life insurance. Until recently, he 
was manager of the Ives & Myrick 
agency of Mutual Life, one of the lead- 
ing agencies in the country. 

K, A. Luther, Aetna Life, is chairman 
of the arrangements committee, and W. 
E. Barton, Union Central, is in charge of 
reservations, which are $10 a plate. 





Am. Savings 
Life Control Goes 
to T. P. Beasley 


Approval by the court of the accep- 
tance by W. B. Bostian, trustee for Un- 
derwriters Syndi- 
cate, Inc., will place 
Theo. P. Beasley, 
president of Re- 
public National 
Life of Dallas, in 
control of Amer- 
ican Savings Life 
of Kansas. City. 
Ray B. Duboc of 
Kansas City had 
also made an offer 
for the stock. 

Under writers 
Syndicate recently 
filed for reorgani- 
zation under the 
Chandler bankruptcy act, thus making 
the stock which they owned in Amer- 
ican Savings Life available for sale in 
order to pay bondholders of Underwrit- 
ers Syndicate. 

Mr. Beasley stated that he has long 
been familiar with American Savings 
Life, and that he feels its present vol- 
ume of business and widespread agency 
representation throughout the central 
west make it a desirable purchase. 

Mr. Beasley has a remarkable record. 
Purchasing control of Republic National 
in December, 1936, when it had only 
$900,000 in assets, he has in five years 
made it a fast growing company. Today 
Republic National Life has more than 
$35,000,000 of insurance in force, assets 
of $4,500,000, and a combined capital 
and surplus of $475,000. At present Re- 
public National is doing business in 
Texas, Missouri, Oklahoma, Arkansas, 
New Mexico, Arizona and Nebraska, 

(CONTINUED ON PAGE 22) 





T. P. Beasley 


Company Plans 
Hinge on Action 
on Guertin Program 


Metropolitan-Prudential 
Moves Don’t Presage 
Changes 


HARTFORD—Not only will no Hart- 
ford life company change its reserve 
basis as of Jan. 1, 1942, but it would not 
be surprising if most or all of them 
held off until Jan. 1, 1943, or even later. 

In fact, even though the two largest 
companies in the country will make the 
shift the first of next year it is becom- 
ing apparent that all but a very few 
companies will wait until they can size 
up the probable fate of the commission- 
ers’ committee’s report on nonforfeiture 
values in the absence of some definite 
reason for making the change earlier. 
Because adoption of the new standard in- 
dustrial mortality table becomes manda- 
tory in New York state Jan. 1, 1942, it 
was natural for Metropolitan and Pru- 
dential to make the change in interest 
basis on their industrial issues and, in 
the interest of uniformity and consist- 
ency, on ordinary business as well. 


Would Affect Type of Change 


Most companies, however, are holding 
off action, since the statutory changes 
that may result from adoption of the 
commissioners’ committee’s recommen- 
dations would materially affect the type 
of change that will be made. Since 1942 
will be an off year for state legislatures 
it will not be until 1943 that all the 
necessary states could change their 
laws to permit some of the basic changes 
which the commissioners’ committee, 
also known as the Guertin committee, 
favors. Divorcing of the reserve basis 
used for nonforfeiture benefits from the 
reserve basis for computing premiums, 
for example, would require amendments 
to a number of statutes before it would 
be legal everywhere. 

Changing to a lower basis—2'4 or 2% 
percent instead of the usual 3 percent— 
would take care of the current low level 
of interest rates and their presumable 
continuation. However, because these 
more conservative interest assumptions 
result in higher legal reserves they lay 
a company more open to heavy demands 
for cash in time of panic unless some 
way is found, such as divorcing nonfor- 
feiture from policy reserves, to hold 
down these potential demands for cash. 


Might Raise Loadings 


If legislatures seem disposed to go 
along with the Guertin committee rec- 
ommendations companies would prob- 
ably prefer to meet the low interest 
situation by divorcing nonforfeiture bene- 
fits from policy valuation. However, if 
statutory barriers to doing this are not 
removed, the only course open to com- 
panies wishing to get on a more con- 

(CONTINUED ON PAGE 10) 
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New England Mutual Housed 
in Ultra-Modern Home 





A gold key received by President G. W. 
Smith of New England Mutual Life 
from W. H. Nye, vice-president Turner 
Construction Company, turned over to 
that company at a ceremony this week 
possession of its new home office build- 
ing at 501 Boylston street, at the corner 
of Copley Square, Boston. 

Directors, officers, visiting agents and 
the 700 members of the home office staff 
attended while President Smith cut the 
symbolic white ribbon and opened the 
great bronze door of the main entrance. 
This was the largest private building 
project undertaken in Boston in many 
years. 

“This is a great day in New England 
Mutual’s century of existence,’ Mr. 
Smith said. “You are turning over to 
us a structure that has been well 
planned, well designed and well built. 
Others who should know share my 
belief that this is the best built building 
- the land today, and I mean this liter- 
ally. 

“We have said goodbye to our old 
headquarters on Post Office Square 
with more than a twinge of regret, but 
we are looking forward eagerly to the 
privilege and satisfaction of working in 
this beautiful and splendidly efficient 
new home office.” 


Move Requires Much Time 


While the company now is open for 
regular business transactions in the new 
location, another month will be required 
to complete all details of moving opera- 


tions. The three Boston agencies will 
continue in their present downtown 
locations. 


This is the fourth home which New 
England Mutual has occupied in its 106 
years since it received the first mutual 
life insurance charter issued in the 


United States. Its first office, in a 
building at 28 State street, served until 
1857, when a home was erected at the 
corner of State and Congress streets. 
After 18 years this location was aban- 
doned to permit widening Congress 
street in reconstruction following the 
great Boston fire of 1871. 

Its third home office, on Milk street 
at Post Office Square, was built in 1875. 
Here the company, by expanding gradu- 
ally into four adjacent buildings, was 
able to stay for 66 years, until growth 
caused severely cramped working condi- 
tions. Since 1929 alone, insurance in 
force has increased 37 percent, to 
$1,650,000,000, and the home office staff 
from 400 to 700 persons. 


Project Was Started in 1935 
By 1935 it was apparent larger, more 
efficient quarters soon would be a vital 


necessity. The new site was purchased 
from Massachusetts Institute of Tech- 


nology, Cram & Ferguson appointed 
architects, and Turner Construction 
Company, builders. Exhaustive  re- 


search and planning were conducted for 
three years before the first spadeful of 
earth was turned. Committees of home 
office executives visited many manufac- 
turing plants, viewed installations of 
modern equipment and checked experi- 
ences of other users before laying down 
specifications. 

This painstaking care has resulted in 
a number of outstanding features, and 
provided most efficient and healthful 
working conditions, 

The structure includes four stories on 
the two wings and 10 on the Newbury 
Street section. Outer walls were faced 
with light, soft-toned granite. The de- 
sign and foundation construction provide 

(CONTINUED ON PAGE 10) 


Fidelity Mutual 
Agents Honor 
President Talbot 


A production testimonial to President 
Walter Le Mar Talbot of Fidelity Mu- 
tual Life in honor of his approaching 
60th birthday Jan. 14, was developed 
and launched by the Managers Associ- 
ation. The plan is in line with a reso- 
lution unanimously adopted at Managers 
Association conference in Bigwin, 
Ont., during the convention of the 
Leaders Club in September, and has 
been developed under direction of W. S. 
Hale, Atlanta, association president, 
with his two immediate predecessors in 
that office, C. B. Metheny, Pittsburgh, 
and J. H. Brennan, Chicago, serving on 
the committee. 

The testimonial calls for each field 
man in the field to maintain the pace 
of “six planned calls a day, six days a 
week for six paid cases in December.” 
A testimonial dinner will be held Jan. 
14 in Philadelphia. Fidelity territory 
has been divided in six regions, each 
directed by a member of the association. 
These are: Byron E. Watson, Boston; 
C. B. Metheny, Pittsburgh; C. H. Jones, 
Columbia, S. C.; J. H. Brennan, Chi- 
cago; C, W. Sulier, Lexington, Ky., and 

. J. Arnette, San Francisco. 

Nine honor guest delegates will be 
chosen from these districts to attend the 
dinner through a point scoring system 
on a basis of recorded production during 
the month. 

Progress of the testimonial from day 
to day is recorded in a giant book main- 
tained in the president’s office. Pledges 
of each agent are mounted on one page 
and on the facing pages are shown tes- 
timonial result coupons spelling the 
name “Talbot” which are submitted by 
the agents to the testimonial commit- 
tee at Atlanta and hence to the head 
office. Two pages in the book are re- 
served for each agency. 

















New home office just occupied by New England Mutual Life, 


Emphasis Is 
Being Placed on 
Protection Feature 


Pure Term Eschewed By 
Family Income and Double 
to 65 Pushed 


NEW YORK—Because of the low ip. 
terest level sales emphasis is rapidly 
swinging around to policies which em. 
phasize the protection element to an 
even greater extent than does the ordi. 
nary life policy. This doesn’t mean, 
however, that the advocates of “pure 
protection” are going to have their day 
and are entitled to jeer, “I told you so.” 
While pure term insurance has its uses 
it still has such grave defects from the 
public’s and the agent’s standpoint that 
the shift in selling can be relied upon to 
embody mainly policies having a large 
share of term insurance but with a good 
percentage of permanent insurance as 
an anchor to windward. 

The family income and family main. 
tenance policies, which have attained 
such great popularity during the last 
decade, show what can be done when 
term insurance is combined with ordi- 
nary life to fit a given situation. At the 
time of issuance the term portion of a 
family income policy far outweighs the 
ordinary life component. 


“Double Protection” Popular 


Another type of policy which is 
relatively new should prove very popu- 
lar. It is the double protection to age 
65. A number of companies already is- 
sue it and others will very likely take it 
up. This contract consists of $1,000 of 
ordinary life plus $1,000 of term to 65. 
At an age where an ordinary life policy 
for $2,000 would run around $50 a year 
the double protection policy can be is- 
sued for about $35. Because the term 
element is linked with permanent insur- 
ance it is entirely practicable to pay the 
same rate of commission on the term 
portion as on the permanent half. Ordi- 
narily a term insurance commission is a 
much smaller percentage of the pre- 
mium. 

Another point in favor of the double 
protection policy is that it ties in well with 
social security. Presumably a man cov- 
ered by social security is going to retire 
at age 65. Obviously the economic loss 
to his family which his death would oc- 
casion will be much less after he retires 
than it was before. Another excellent 
sales possibility for the double protection 
policy is on key men in business. It re- 
quires a much smaller outlay than an 
equal amount of ordinary life. Presum- 
ably the insured executive, if he is as 
able as he should be, will have developed 
a younger man who will succeed to his 
job. 


Age 65 Most Popular 


The double protection policy was first 
put out as double protection for 10, 15, 
or 20 years, as the applicant specified. 
However it soon became apparent that 
it was a much more salable contract 1! 
the term protection were carried to some 
specified age and most is now sold as 
double protection to age 65. 

No matter how low interest rates be- 
come it is unlikely that pure term insur 
ance will become very popular. The se- 
lection against the company is so strong, 
both in the matter of persistency and 
mortality, that it is likely to be an ex 
pensive type of business to accept. Unt- 
less the agent who sells a man a pure 


term policy maintains the contact yeat [ 


after year another agent can very we 
(CONTINUED ON PAGE 10) 
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Year-End Boom 
Inder Way in Life 
surance Sales 


Bonus Payments Are 
Bringing Big Increase— 
Fear Slump After Jan. 1 


Life insurance sales throughout the 
country are currently brisk. In practic- 
ally all agencies these days there is a 
buoyant attitude. 

The prevalence of bonus payments of 
the regular year end variety and the 
payment of so-called cost of living bon- 
uses are largely credited with the splen- 
did tone of the life insurance sales these 
days. A good many firms, in paying 
bonuses, have suggested to the employes 
that they buy insurance with the money. 
For the past several months what might 
be termed the middle class buyer of in- 
surance has been a very poor prospect 
and has largely been out of the market. 
Now, however, many men of this type 
have received these bonuses which make 
the prospect of highly increased income 
taxes next year seem considerably less 
formidable and thus they see their way 
clear to take on increased life insurance 
obligations. 

With the emphasis that there is on 
security these days and the government 
program of less talk of luxury items, 
those receiving bonuses apparently are 
casting about for the best means to con- 
serve this extra money. The cost of liv- 
ing bonus is particularly good stimulus 
to life insurance sales because it is a 
continuing payment. Most of the firms 
ate paying the cost of living bonus by 
a separate check and many of them are 
doing so iquarterly. Thus the excep- 
tional characteristic of this payment is 
emphasized and the employe is less 
likely to merge it into his budget and 
= likely to regard it as a savings 
und, 


Little Increase in Term 


Although many of the insurance com- 
panies are emphasizing low cost insur- 
ance plans these days with emphasis on 
term insurance, reports from the field 
indicate that there is no appreciable in- 
crease in the sale of these low cost 
forms. The present buyers are still in- 
terested in ordinary life or even more 
expensive forms. It may be that when 
people are actually up against the prob- 
lem of paying the increased taxes they 
will find the going is tough and will 
be seeking insurance with the highest 
degree of protection with the smallest 
outlay but such a demand does not ap- 
pear to exist today beyond the fact that 
family income policies are increasingly 
popular, 

Some observers predict that life insur- 
ance sales will continue to be extremely 
brisk until the end of the year but then 
there will be a decided slump. In addi- 
tion to the fact that persons have more 
money through these bonus payments 
there has undoubtedly been a stimulus 
to buy through the announcement of 
rate increases on the part of Metropoli- 
tan and Prudential. 





Clarify Tax on Annuities 


In an article in the Nov. 21 edition re- 
ferring to the tax on annuities the writer 
made an elliptical statement that might 
be construed to mean that there is a fed- 
eral income tax of 3 percent on the pro- 
ceeds of an annuity. The provision to 
which he referred is that 3 percent of the 
Purchase price of an annuity under which 
the annuitant is receiving income, must 
be reported as taxable income. 


National Bank Has 
Insurance Division 


New York Institution 
Opens Branch with 
G. C. Parsons Manager 


FRANKLIN SQUARE, N. Y.—Rep- 
resenting the National Life of Vermont, 
the Franklin Square National Bank has 
opened a life insurance department with 
G. C. Parsons, as adviser. He was for 
a number of years a leading producer 
of Mutual Benefit Life in New York 
City. In the few days since the de- 
partment opened four to five persons 
daily have come in to obtain informa- 
tion about life insurance. 

The bank’s move is the first time that 
any national bank in the east has availed 
itself of the provision in the national 
banking act which permits banks in 
places of less than 5,000 population to 
act as agent for any fire, life or other 
insurance company licensed in the state. 
However, it is understood that several 
banks in the middle west and one in 
Florida act as life insurance agencies. 


Formed Because of Queries 


Franklin Square is a predominantly 
industrial community in the New York 
City area and the insurance department 
was organized on the initiative of 
Arthur T. Roth, vice-president and 
cashier, to supply answers to the many 
queries about life insurance which have 
been coming from the bank’s customers. 
Most of the latter are or would normally 
be industrial policyholders and their in- 
terest is in policies of not more than 
$1,000 or so face amount. 

Until the Securities & Exchange Com- 
mission’s inquisitors brought up the 
subject during one of the TNEC hear- 
ings few life insurance men were aware 


Heads Ives & Myrick 
Agency of Mutual Life 





Richard E. Myer, who becomes the 
new manager of the Ives & Myrick 
agency in New 
York City of Mu- 
tual Life, has been 
with his company 
since 1921. He was 
located in Elmira, 
N. Y., for several 
years where he 
made a brilliant 
record in personal 
production as well 
as serving as dis- 
trict manager. For 
four years, com- 
mencing in 1930, 
he was located -in 
the home office and 
then became manager of a new agency 
in Harrisburg, Pa. He was transferred 
to Detroit as manager on Jan. 1, 1941. 





R. E. Myer 








of the provision in the national bank- 
ing law permitting banks to act as in- 
surance agencies. The provision was 
apparently inserted in the law on the 
theory that there might be a lack of 
adequate insurance representation in the 
smaller localities. Another reason may 
have been a desire to provide banks in 
smaller towns with an additional source 
of income, 


No Evidence of Trend 


So far as can be determined the 
Franklin Square bank’s action consti- 
tutes an isolated experiment. There is 
no reason to believe that it indicates 
a trend toward representation of this 
type among other banks. It should be 
noted, however, that establishment of 
agencies by banks might be motivated 
by a competitive desire to offer the same 
service as a number of savings banks 

(CONTINUED ON PAGE 24) 








Payment Life. 


interest. 


future withdrawals. 


for work. She is aged 55. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








ANY VALUE AT ALL? 


On April 9, 1913, a policy was issued for $3,000 of Ten 
The last premium was payable in 1923, but 
the policy was lapsed in 1918. 
ran on until October 26, 1941. 


Just 24 days before the expiration of the extension after 
having been in poor health for four years, and unable to work, 
the insured died, October 2, 1941. 
issuance of the policy, and 23 years after lapsation. A week 
later, the widow came into the office to ask if there were any 
value at all to the policy, which she had found among the in- 
sured’s papers. She hoped there might be $20 or so. The 
general agent gave her a pleasant surprise by explaining that 
the company would pay her the full $3,000. 


He asked her if she didn’t think it a good idea for her to 
leave part of the $3,000 with the company to be placed at 
She agreed, and accordingly received a check for 
$1,000 in one sum, and left $2,000 to be placed at interest for 


Since the insured had had $4,500 in another insurance 
company, in force, she then asked that company to place the 
full amount at interest. Accordingly, she has $1,000 in cash, 
and has $6,500 at interest to use later. 
If she cannot get employment, 
she will still have the $6,500 to draw upon. 


* + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


However, the extension value 


This was 28 years after 


She went out to look 


+ 


JOHN A. STEVENSON 
President 














Conn. Bank 
Insurance Sefup 
Being Organized 


Crusading Spirit Is Absent 
in the State—Seven 
Issuing Banks 


NEW HAVEN—Roepresentatives of 
the seven issuing banks of the new Con- 
necticut savings bank life insurance 
system which goes into effect Jan. 1, 
met here to confer with Executive Sec- 
retary John P. Royston of the Connec- 
ticut department, who has charge of 
savings bank life insurance, and May- 
nard W. Allard, assistant actuary of the 
Massachusetts savings bank life insur- 
ance system, on the types of forms, 
ledgers and accounting that will be used. 

The issuing banks, and their approxi- 
mate assets are: Bristol Savings, $15,- 
000,000; Savings Bank of Danbury, 
$13,000,000; Waterbury Savings Bank, 
$42,000,000; Connecticut Savings of 
New Haven, $46,000,000; Chelsea Sav- 
ings of Norwich, $17,000,000; Norwich 
Savings Society, $22,000,000; Bridge- 
port Peoples, $48,000,000. 


Agency Banks Mostly Small 


Except for the Savings Bank of New 
London, which has total assets of $36,- 
000,000 the six agency banks run con- 
siderably smaller than any of the issuing 
banks. With their approximate assets, 
in millions of dollars, they are as fol- 
lows: Savings Bank of New London, 
36; South Norwalk Savings, 9; New 
Milford Savings, 6; Thomaston Savings, 
6; Southington Savings, 344; and Cana- 
dian Savings, 24%. The reason that so 
large a bank as the Savings Bank of 
New London is on the agency list is 
that its executive vice-president is on the 
Connecticut savings bank system board 
of trustees. The bank would probably 
have been among the issuing institutions 
if it had a little more time to consider 
the matter and will probably become an 
issuing bank before long. 

The future of savings bank life insur- 
ance in Connecticut seems rather du- 
bious. It was opposed in the legislature 
by the life insurance agency forces and 
the savings bankers themselves were 
none too enthusiastic about it. Some 
felt that if they were going into the 
insurance business it would be better 
to do so by forming a central company, 
as was proposed in New York originally, 
and let the banks act as agencies. The 
state banking department opposed sav- 
ings bank life insurance on the grounds 
that the banks had their own job to do 
and were better off not getting into a 
foreign field. The banking commission- 
er’s view was that even assuming the 
truth of the charges made by some of 
the plan’s advocates concerning regular 
life insurance, the remedy was not to 
put the savings bank into the insurance 
business but to correct the practices 
complained of if they existed. 


Purely Political Measure 


Savings bank life insurance was 
pushed through the last legislative ses- 
sion as a purely political measure after 
having failed of passage at two previous 
biennial sessions. Until the last session 
the cause of savings bank life insurance 
in Connecticut had been the pet project 
of Harry Cohen, a disgruntled ex-indus- 
trial agent, and Charles Palumbo, a 
substantial business man of Waterbury, 
who borrowed all of his substantial cash 
values during the depression and then 
felt there was something wrong about 
all life insurance because he was unable 
to continue his protection. Mr. Palumbo 
will be remembered by some as one of 
the backers of the highly sensational- 
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ized but short-lived “Life Insurance 
Enlightener,” in which venture he was 
associated with Oliver de Werthern, 
self-designated actuary, who later went 
to work for Morris Siegel, co-proprietor 
of Policyholders Advisory Council. 

Messrs. Cohen and Palumbo based 
their campaign for savings bank life 
insurance almost entirely on the alleged 
iniquities of life companies but the 
public and the legislators in Connecti- 
cut, being better informed on insurance 
than in perhaps any other state, Cohen 
and Palumbo made little headway with 
their smear strategy. Furthermore their 
attitude was that the campaign for 
savings bank insurance was their baby 
and if it went through the credit was 
going to be theirs. This attitude tended 
to discourage cooperation. 


Governor Took It Up 


However at the last session the gov- 
ernor and the Democratic party got 
behind the savings bank life insurance 
bill, feeling apparently that it would 
have appeal to the voters as social legis- 
lation without being too much of a dis- 
rupting influence. 

One factor that cast considerable 
doubt on the future of savings bank 
life insurance in this state is that there 
is no competent leader to beat the drum 
for it. The growth of the Massachu- 
setts system owes much to the evangel- 
istic work of Judd Dewey, deputy com- 
missioner in charge of savings bank life 
insurance, who has acted as a super- 
salesman for the plan. The New York 
system has Judge E. A. Richards of 
the East New York Savings Bank, who 
has been an untiring and enthusiastic 
advocate of savings bank insurance since 
long before the system’s inception and 
at a time when many savings bankers 
in New York state were indifferent or 
actually hostile to it. 


Cohen, Palumbo Unsuited 


Connecticut has no one, either among 
the savings bankers or anywhere else, 
who has anything like the enthusiasm 
and ability of either Judd Dewey or 
Judge Richards. Cohen and Palumbo 
are clearly unsuited to the constructive 
and diplomatic type of work that would 
be needed to build up savings bank life 
insurance in Connecticut, it is claimed. 

While it seems notable that seven 
issuing banks and six agency banks are 
already enrolled, the attitude of the 
bankers is that since the will of the 
public, as expressed by the legislature, 
is to have savings bank life insurance 
the banks have a certain obligation to 
make the coverage available. So it will 
be there at the windows if the public 
wants it, but that is all. 

In contrast to the way in which the 
New York system got its start, it is 
interesting to note that the savings 
banks already in the Connecticut sys- 
tem are among the largest savings banks 
in the state. In New York the system 
began with the smaller banks that were 
aggressively trying to build up their 
deposits. It was not until very recently 
that the Bowery Savings Bank, the 
largest savings institution in the United 
States, finally decided to join the New 
York system. 

The largest savings bank in Connec- 
ticut is the Society for Savings of Hart- 
ford which has assets of $87,000,000. 
This is not in the savings bank insur- 
ance system. The second largest, 
Bridgeport People’s, has assets of about 
$48,000,000. Almost as large is the New 
Haven Savings, third ranking in size 
and having $47,000,000 in assets, which 
is not a member of the system. Con- 
necticut Savings of New Haven is 
fourth largest and Waterbury Savings is 
fifth, while the Savings Bank of New 
London, which to date is listed as an 
agency bank, is sixth. 

The seventh in size is the Mechanics 
Savings of Hartford, which has about 
$35,000,000 in assets. The three banks 
rating eighth, ninth, and tenth, two of 
them in Bridgeport and one in New 
Britain, are not in the system but the 


Aetna Life Gives 10% 
Increase With $300 Top 


The Aetna Life companies will pay 
to employes a Christmas bonus of 5 
percent and will increase the salaries of 
employes, from Jan. 1, 10 percent with 
a maximum annual increase of $300. A 
Christmas bonus of varying percent- 
ages has been paid in past years. There 
was no limitation stated in the period 
during which the 10 percent increase 
would be effective. Most of the other 
companies that have given allowances 
to employes due to the increased cost 
of living have arranged to have these 
payments made by — supplementary 
checks, usually payable quarterly and 
have emphasized that such allowances 
are of a temporary nature. 

At the same time that the wage 
increase announcement was made, Presi- 
dent Brainard announced that the 
employes would be placed on a straight 
40-hour week throughout the _ year. 
Heretofore the work week has been an 
hour or so less than that. The extra 
compensation, Mr. Brainard said, is 
somewhat in the nature of payment for 
the extra time that will be put in. He 
stated that the company has increased 
its staff during the past year by about 
3¢0 and it is still short handed. The 
management expects that the problem 
of manpower will be solved to a con- 
siderable extent by lengthening the work 
week. Although increased wages will 
be paid to building, grounds and cafe- 
teria workers, the hours of employment 
will vary for this group. 








eleventh, Norwich Savings Society, is 
an issuing bank. : 

Trustees of the savings bank life 
insurance system in Connecticut have 
adopted a premium rate schedule, con- 
tract provisions, medical standards and 
juvenile insurance program but have 
postponed to a later date appointment 
of a medical director, actuary and sec- 
retary. Several applicants for these 
positions have been interviewed. 

Trustees approved a rate schedule 
giving applicants up to the age of 35 
rates lower than the prevailing rates in 
New York and applicants over 35 rates 
slightly higher than those prevailing in 
New York. The table of rates adopted 
and individual contract forms are being 
printed and will be revealed more spe- 
cifically after they are approved by the 
attorney-general, expected late this or 
early next week. 


Contract Provisions 


Contract provisions approved by the 
trustees generally follow the standards 
of legal reserve life insurance compa- 
nies. Policies will have an equity value 
after six months, with loaning provisions 
becoming operative after one year. Poli- 
cies will be contestable for a period of 
two years. Thirty days’ grace will be 
allowed for payment of premiums. 

Medical standards set up also follow 
the standards set up by old line life 
companies, 

The trustees decided that juvenile 
insurance will be issued from age six 
months upward, with the maximum 
insurance at six months fixed at $100. 
The juvenile insurance scale will be 
graduated upward at the rate of $100 a 
year, reaching $1,000 at age 10. At age 
15, insurance in the amount of $2,000 
will be issued. 

Interviews of applicants for the posi- 
tions of medical director, actuary and 
secretary are continuing, with some 10 
applicants for each position having been 
interviewed to date. 

The issuing and agency banks will 
open for business Jan. 1. 


Charles G. Taylor, Jr., vice-president 
of Metropolitan Life, is back at his desk 
after a painful period of inactivity due 
to an accident on his farm in Virginia. 
Mr. Taylor has taken an apartment near 
his office, as he is still wearing the casts 
on his legs. These, he expects, will be 
removed shortly. 








Why Leave the Rest of 
the Cake Uneut? 


Your prospects and policyholders 
possess Multiple insurance needs— 
Life, Accident and Health, Hospitaliza- 
tion, and Insurance Savings. Moreover, 
they buy these multiple services... 


from someone! 


Why Not from You? 


With a General American Life contract 
covering additional lines, your pros- 
pects multiply, and so do your earnings 
... substantially! You can serve your 
prospects’ every need for personal pro- 
tection, plus Group Life and Group 
Casualty insurance for employees of 
your business nena. 

Write Jack T. Lynn, vice president, 
for details concerning the many other 
advantages of ‘‘Multiple Line’’ insur- 
ance underwriting ... and about agency 


opportunities now available. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 





MULTIPLE LINES: Participating e« Non-Participating e Salary Savings e Juvenile e Sub- 
Standard e A ities e C ial Accident and Health and Hospitalization « Group Life 
ident and Sick e Group Accidental Death and Dismem- 
berment e Employee and Dependents Group Hospitalization with Surgical Procedure Benefits 








Wholesale Insurance e Group A 
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An interpretation of two important 
proposals affecting the taxability of life 
insurance proceeds under he federal es- 
tate tax law was compiled at a meeting 
in New York at which Julian S. Myrick, 
newly elected second vice-president of 
Mutual Life, turned over the chairman- 
ship of the committee on federal law and 
legislation of the N. A. L. U. to Charles 
J. Zimmerman, Connecticut Mutual, Chi- 
cago. 

The two proposals at present being 
considered by congressional leaders and 
treasury officials, interpreted by Mr. My- 
rick at the meeting are: ‘ 

(1) A proposal to amend Section 811 
(g) of the law so that life insurance will 
be taxed at the death of the insured on 
the basis of “ownership,” rather than on 
the basis of “premium payment” as pre- 
scribed in Treasury decision 5032. 

(2) A proposal that life insurance ear- 
marked for the payment of the tax shall 
be exempt from tax. 

“Both of these proposals,” said Mr. 
Myrick, “are of vital interest to policy- 
holders and estate owners, and should be 
given careful and serious consideration 
by them. In fact, every possible step 
should be taken to assure the enactment 
of these two proposals into law.” 


“Ownership” vs. “Premium Payment” 


He sketched the fact that life insur- 
ance was first made subject to the fed- 
eral estate tax in 1918, and while this 
provision of the law has remained un- 
changed for 23 years, nevertheless much 
confusion has resulted from the many 
rules, regulations and decisions which 
have been laid down by the Treasury De- 
partment and the courts. For a period 
the “payment of the premium” seemed 
to be an important factor in de- 
termining the taxability of the proceeds. 
Then came the change to the “owner- 
ship” basis, and the “premium payment” 
basis was entirely discarded. Now comes 
a complete reversal and the “premium 
payment” basis is again restored. “Un- 
der such conditions,” asked Mr. Myrick, 
“how can a policyholder properly ar- 
range his life insurance program?” 

“Most of the difficulty,” he continued, 

“arises from a misunderstanding of the 
nature and character of life insurance. 
Practically all life insurance is purchased 
to replace a loss, and is, therefore, in- 
demnifying—not a testimentary disposi- 
tion. 
_ “For this reason, policyholders should 
insist that the proceeds of their con- 
tracts, which are payable by reason of 
death, should not be included in the tax- 
able portion of their estates. In this con- 
nection, it is important to keep in mind 
that a depreciation in property values is 
allowed for tax purposes. It is just as 
important to allow for the depreciation, 
even the loss, of human life values. 


Law Should Be Clarified 


“There would seem to be no logical 
reason why Congress should not clarify 
the law so that discrimination may be 
avoided, and policyholders may arrange 
their life insurance program with some 
degree of certainty as to the basis of fu- 
ture taxation. 

“If the government insists that life in- 
surance must be included in the taxable 
estate on the basis of ‘premium pay- 
ment,’” he went on, “then it follows that 
a policyholder is denied the right to give 
away his contracts during his lifetime and 
obtain exclusion from the taxable estate 
at death. He may give away his stocks 
and bonds, as well as any other property 
he may own, and if the gift is not made 
in contemplation of death, the value of 
the property will not be included in his 
estate at his death. Of course, he may 
be obliged to pay off a gift tax if the 
value of the property given away ex- 
ceeds the allowable exemptions. How- 
ever, his life insurance is different. He 
May attempt to give it away during his 
lifetime, and would be subjected to gift 


Scan T'wo Proposals 
Touching Taxation Issue 


tax if he disposes of the legal incidents 
of ownership in the contracts, and yet 
the proceeds, in excess of the $40,000 ex- 
emption, will still be included in his tax- 
able estate at his death if he continues to 
pay the premiums. Can it be contended 
that an insured has given the beneficiary 
the policy, if the beneficiary is required 
to pay the premiums out of funds not 
contributed by the insurer? 

“To permit the continuance of this 
confusing situation is unfair to policy- 
holders who have attempted to arrange 
their estates in an orderly manner. Al- 
ready millions of dollars of life insur- 
ance have been replaced, rewritten and 
even canceled with serious loss to the 
owners and with no benefit whatever to 
the government.” 

It is quite generally admitted, the in- 
terpretation continued, that unless estate 
owners are afforded some immediate re- 
lief for the payment of their estate taxes 
without the necessity of fixed liquidation 
of assets at death, a serious situation may 
result, 

Estate taxes have been substantially 


increased, and further increases may be 
expected soon. To the estate owner this 
means that he must either keep sufficient 
liquid assets constantly on hand to pay 
the estate tax, or else take the chance 
that his beneficiaries will inherit but a 
small fraction of his estate if the non- 
liquid assets have been sacrificed for that 
purpose. This is not a very bright out- 
look for the estate owner or the govern- 
ment. 

There is little question but that the 
proprietors of many small businesses and 
owners of closed corporations will be de- 
stroyed unless some relief is offered 
soon, 

Mr. Myrick declared that regardless of 
what may be said on the subject, life in- 
surance offers the only ideal solution of 
this problem. On the other hand, if the 
government insists on including such in- 
surance as a part of the taxable estate, no 
relief is available. It is proposed, there- 
fore, that if life insurance is “earmarked” 
for the payment of the tax, the proceeds 
shall be excluded from the taxable estate. 
This would answer the problem of 
forced liquidation and end the discrimi- 
nation which now exists against taxpay- 
ers whose estates are invested in fixed 
assets; e. g., real estate, farm land, and 
especially going businesses. 

The adoption of this proposal would 
furnish cash immediately for the payment 
of the tax to the government on the gen- 


eral estate; would help to stabilize the 
values of real estate, business enter- 
prises, and other non-liquid assets; 
would assure the continuance of many 
partnerships, close corporations and 
other businesses on a sound basis, thus 
resulting in an economic benefit to the 
government, and the various communi- 
ties in which they are located, through 
increased future taxes; would eliminate 
the necessity for forced sale of estate as- 
sets resulting in substantial loss. 





Caminetti Not to Attend N. Y. Meet 


Commissioner Caminetti of California 
advises that he will not be able to attend 
the commissioners convention in New 
York but he will be represented by Eu- 
gene P. Fay, chief assistant commis- 
sioner. Mr. Caminetti feeis that he can- 
not afford the time for the trip, 
particularly because of the investigation 
in relation to compensation insurance in 
California which he has undertaken. 





Baltimore Life Service Club 


Baltimore Life has established a 
service club consisting of its field men 
with five or more years’ service. Presi- 
dent Arthur German has sent service 
pins to each of the 239 men entitled to 
them. This is approximately one-third 
of the field force. 





in the 


company contributes. 





Retired — Just 
Like the Man 


Advertisement 


The qualified Lincoln National Life 
man now has the benefits of a Retire- 
ment plan. He contributes and the 


receives back at least as much as he 
puts into the plan, whether he re- 


Fort Wayne 


He always 


THE LINCOLN NATIONAL LIFE 





Geared To Help Its Fieldmen 





tires, dies, or leaves the company. If 
he wishes, he may continue to write 
business and receive commissions 
after 65—his retirement age. Provi- 
sions of the plan make qualification 
easy for the regular producer. 


COMPANY 


Indiana 
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All-Agents Congress 
in St. Louis Is 


Signal Success 


ST. LOUIS.—Throughout the entire 
all-agents sales congress under the joint 
auspices of the St. Louis Association of 
Life Underwriters and the St. Louis 
General Agents & Managers Associa- 
tion, the central theme was the value 
of time in a successful life insurance 
career. This was developed not in ac- 
cordance with any prearrangement but 
came to the front simply because effi- 
cient handling of his time and that of 
his prospects and clients is the hallmark 
of all top notch producers of life insur- 
ance. 

The outstanding feature was the talk 
by R. C. Newman, New England Mu- 
tual Life, on “Some of My Life In- 
surance Selling Observations.” It was 
his first appearance on any stage. In 
his talk he struck the keynote of the 
day, by emphasizing that the agent’s 
greatest capital is judicious use of his 
time. He said he always planned the 
day’s work the day before, taking care 
of first things first, doing big things in 
a big way, suggesting that if one can- 
not do big things in a big way, he should 
do little things in a thorough manner, 
or a big way. 


Prospecting Panel 


On the “prospecting” panel were H. 
Arch Moores, National Life of Ver- 
mont; O. F. Piening, John Hancock; 
Norman Kellar, Metropolitan; Harry 
Greenfelder, Jr., Equitable Society; 
G. H. Hollinsworth, Guarantee Mutual 
Life; H. J. Blythe, National Life & Ac- 
cident; Ben Selzer, Metropolitan, and 
Walter Bilzing, Metropolitan. 

The address on “Too Late,” by Leon 
Reichenberg of the Metropolitan cen- 
tered chiefly on the training. of new 
agents in prospecting and selling cover- 
age to fit needs. 

The “approaches” panel by W. T. 
Kieffer, Northwestern Mutual, developed 
these thoughts: Prepare for and create 
a favorable impression. State time 
wanted and state your subject quickly. 
Use new unhackneyed ideas. Avoid 
trick approaches. Have your approach 
related to a central idea supported by 
reference. Use direct mail to save time 
and also use the telephone for the same 
purpose. 

W. S. Stuart, Provident Mutual; R. P. 
Cranston, Phoenix Mutual; C. W. Dean, 
Metropolitan, Arthur Bothe, Metropoli- 
tan, and G. F. Abrell, Metropolitan, 
participated. 


Programming Panel 


The “programming” panel was led by 
Fred F. Sale, General American. Others 
who aided in it were Arthur Farrell, 
Lincoln National; H. E. Fisher, Pruden- 
tial; John Hoeltmann, Metropolitan, 
Granite City, Ill., and Hyman Melman, 
Metropolitan. Save your time by know- 
ing what you are trying to do. Save 
the prospect’s time by showing him the 
best and exclusive way to do what he 
wants to do. Harry Fisher, who has 
been selling for 15 years, has a record 
of selling 75 percent of his new business 
during the past five years to old policy- 
holders. He has “satisfied clients.” 


Social Security Panel 


The “consecutive weekly production” 
panel was led by Earl R. Reinke, Met- 
ropolitan, assisted by Henry Belz, Penn 
Mutual; J. J. Leisenfeld, Metropolitan; 
J. H. Brennan, Prudential; T. J. Noonan, 
St. Louis Mutual; E. A. Rice, John Han- 
cock, and A. E. Haley, John Hancock. 
This panel stressed the application of 
time-saving ideas as to proper prospect- 
ing, proper approaches, proper program- 
ming, emphasizing that time saved fur- 
nishes the opportunity for expanding 
service and increasing the gross com- 
missions. That proper use of time oper- 
ates to prevent discouragement and dis- 





Use Illinois Code 
as Good Example 


The subcommittee of the life insur- 
ance committee of the National Asso- 
ciation of Insurance Commissioners of 
which Commissioner McCormack of 
Tennessee is chairman, at its meeting in 
Nashville discussed recommendations 
that could be made to the parent body 
regarding improvements that might be 
made in legislation affecting industrial 
life insurance. Charman C. A. Craig of 
the Natonal Life & Accident suggested 
that the commissioners use the Illinois 
code pertaining to industrial life insur- 
ance as a basis for discussion. He stated 
that he regarded its regulations as to in- 
dustrial life insurance very highly. The 
commissioners stated that they did not 
have any particular plan in mind but 
evidently adopted Mr. Craig’s sugges- 
tion and will make a report at the com- 
missioners’ meeting in New York City 
next week, 





Competitive Bidding Eyed 
by Philadelphia Actuaries 


Thomas S. Gates, Jr., of Drexel & 
Co., Philadelphia, addressed the Actu- 
aries Club of Philadelphia on competi- 
tive bidding on bonds. In his opinion, 
competitive bidding has not reduced the 
cost of new issues to the public, but it 
has started a dangerous drift toward 
the enforced elimination of the invest- 
ment broker, which in the long run 
would be unfavorable to the investor. 
There was a constructive question and 
answer session in which individual is- 
sues were named, and the effect was dis- 
cussed of second bids on the marketing 
of a bond issue by the winning bidder. 

Norman Harper, Fidelity Mutual, was 
chairman. Max Bell, vice-president of 
Continental American, led a discussion 
of the effect of the present emergency 
on home office personnel and Everett 
Armantrout, assistant actuary of Provi- 
dent Mutual, led a discussion of recent 
committee developments in the field of 
valuation standards and non-forfeiture 
limits. 





Metropolitan Managers at School 


District managers of Metropolitan Life 
in Minnesota and western Wisconsin 
attended a week’s school in Minneapolis. 





R. R. Burtner, general agent at Har- 
risburg Pa., of Bankers Life of Nebra- 
ska, has been elected vice-president of 
the chamber of commerce there. 








appointment was also brought out; this 
acting as the greatest barrier to failure 
and assuring success, 

Social security is a live subject these 
days. That panel was led by Max A. 
Wilten, Union Central. 


Members of Panel 


Ashley Papin, John Hancock Mutual, 
and J. F. Williams, Union. Central; 
M. M. Gordon and G. H. Henson, Metro- 
politan; William Dardick, John Han- 
cock, and Harry Lander, Pacific Mutual, 
aided. Mr. Papin stressed its use as an 
attention getter; Mr. Williams uses it 
on first approach. Mr, Henson demon- 
strated the mechanics of social security 
as applied to a married man, Mr. Lan- 
der as applied to young, unmarried 
men, while Mr. Gordon touched on its 
use aS an open in approach to friends. 

In the “overcoming objections” panel 
led by N. H. Hill, Northwestern Mu- 
tual, and participated in by Tom E. 
McCary, Jr., Penn Mutual, and Horace 
R. Davis, Massachusetts Mutual, Mr. 
Davis touched on the tax approach. 
Other angles were: Problems of peo- 
ple are solved by life insurance. The 
prospect can be shown how through 
the purchase of life insurance a man 
can accomplish his desired ends. Also 
brought out was gifts to minor children 
through the medium of life insurance. 
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“THE SADDEST ARE THESE...” 


Not long ago a Provident agent called on a young Ver- 
monter whose assets included only $1000 of life insurance, 
but whose responsibilities included a dependent mother, 
an ill wife, and two fine youngsters. The young man 
signed an application for a Family Income policy, with 
the accidental death benefit provision. 


But when the time came for a medical examination, the 
young man did not appear. A second appointment was 
made—and broken. 


And then, by a terrible trick of fate, the young man left 
on a short vacation from which he never returned. While 
driving through a thick fog in the early morning; the car 
crashed into a pole and he was killed—instantly. 


Behind him he left some debts and four helpless, fright- 
ened loved ones. For them there was only $1000 instead 
of the $50 monthly income that had been planned for 
just such a contingency. 


Surely the poet wrote truly when he said: 


“Of all sad words of tongue or pen 
The saddest are these: It might have been.” 
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3 Commissioners 
Stoutly Champion 


Fischer’s Procedure 


DES MOIN ES—Commissioners 
Hobbs, of Kansas, and Sullivan, of 
Washington, and former Superintendent 
Lucas, of Missouri, filed a statement 
with the Iowa state executive council, 
defending Commissioner Fischer, of 
lowa, against an ouster action sought 
by a policyholder of American Mutual 
Life, of Des Moines. 

The policyholder, Benjamin Wolf, of 
St. Louis, previously had_filed charges 
with the council against Fischer claim- 
ing partiality and maladministration in 
ofice in supervision of American Mu- 
tual and later filed additional charges in- 
volving Hawkeye Casualty and Travel- 
ers Mutual Casualty of Des Moines. 

Action on the charges is awaiting a 
municipal court hearing on a writ of 
certiorari, scheduled for Dec. 15, to de- 
termine whether the council has juris- 
diction. Earlier the council, by a vote 
of 3 to 2, upheld an attorney-general’s 
opinion that only the governor had 
jurisdiction. 


Issue Combined Statement 


Hobbs, Sullivan and Lucas released 
the statement after they had personally 
appeared, ready to testify for Mr. 
Fischer, at the last council meeting. 
They were not given the opportunity 
to address the council because of the 
court action, staying all proceedings. 

“If it were desirable that we testify 
before you in the matter of the removal 
proceeding against the insurance com- 
missioner of Iowa, we regret that we 
were unable to do so,” the statement 
asserts, “but we do want to say to you, 
to the policyholders of American Mu- 
tual Life and to the public generally, 
that we implicitly believe in the hon- 
esty, integrity and ability of Mr. Fischer. 

“We joined with him in each and 
every recommendation with reference 
to the personnel, officers and manage- 
ment of American Mutual Life, after a 
study of the convention examination re- 
port filed in the office of the Iowa com- 
missioner on or about May 1, 1941. 

“We attended the hearing on this re- 
port called by Mr. Fischer and held at 
his office on May 13, 1941. The prin- 
cipal examiners from ‘the states of Kan- 
sas, Washington and Iowa, and the 
directors and officers of American Mu- 
tual Life, were present.” 

The statement then goes on to say 
that Lucas, Sullivan and Hobbs joined 
with Mr. Fischer in making certain rec- 
ommendations, ‘which have previously 
been publicized. They refer to the 
manner in which those recommendations 
have been carried out, these also having 
been previously made public. 

“The company is in a solvent financial 
condition and the recommendations made 
by the commissioner have proven, as the 
records of this company will show, that 
they were for the benefit of the policy- 
holders,” the statement concludes. 





Provident Mutual's Agency 
Heads Gather Jan. 28-31 


The annual General Agents Associa- 
tion conference of Provident Mutual 
Life will be held Jan. 28-31 in New Or- 
leans. William Peterson, Seattle, is 
president. This is the annual get-to- 
gether with company officials to dis- 
cuss field conditions, problems and lay 
plans for the next year. 

There will be a speaking program, 
with a number of officials and general 
agents giving talks. James H. Cowles, 
Los Angeles general agent, is to give 
an address, 





Fidelity Investment True Bills 


Indictments were voted by a federal 
grand jury in Detroit of Fidelity Invest- 
ment Association and four subsidiaries 
of Wheeling, W. Va., and 13 re eA 
including Commissioner Sims of W. V 


The indictments charge violating the 
securities and exchange act. Coinci- 
dentally counsel for the SEC has re- 
quested the court to issue an order 
restraining Fidelity from using the mails 
or interstate commerce in its activities. 
Three of the defendants are Carmi A. 
Thompson of Cleveland, president; John 
Marshall of Washington, chairman, and 
Howard Sutherland, former United 
States senator from West Virginia. The 
indictment charges that Fidelity, which 
has been operating as Fidelity Assur- 
ance Association since December, 1940, 
created three subsidiaries to conceal in- 
vestments in real estate and real estate 
securities which were carried on. the 
books at a value exceeding the market 
price. 





Snyder Celebrates Anniversary 


A luncheon party in celebration of the 
38th anniversary of General Agent El- 
mer W. Snyder’s connection with Massa- 
chusetts Mutual Life was held at Cleve- 
land. The agency, which operates in 24 
northern Ohio counties, now stands third 
among the company’s agencies in busi- 
ness volume. Mr, Snyder is a past 
president of the Cleveland Life Under- 
writers Association, and past president 
of the Massachusetts Mutual Associa- 
tion of General Agents. 


Provident Mutual 
Officials Observe 


Anniversaries 


Willard K. Wise, vice-president and 
manager of agencies for Provident 
Mutual Life, received congratulations on 
Dec. 1 for completion of 30 years of 
service with the company. He joined 
the Provident Mutual as a part-time 
agent in the Reading agency Dec. 1, 
1911. Later he became an agent, asso- 
ciate general agent, partner in the east- 
ern Pennsylvania agency, and finally 
sole general agent there on Nov. 7, 1916. 
He became vice-president Jan. 1, 1937. 

Walter D. Cross, assistant manager of 
agencies, recently ‘observed the comple- 
tion of 40 years of company service. His 
first Provident assignment was as a 
clerk in the insurance department of the 
old Provident Life & Trust. Later he 
became assistant to F. C. Morss, then 
manager of the Philadelphia agency, and 
in 1923 reentered the home office as an 
officer. 





Burial Society Status 


Attorney-general McKittrick of Mis- 
souri has filed ouster proceedings 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 So. La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of Dec. 1, 1941 





Par Div. Bid Asked 
Aetna Life .... 10 1.40* 28 29 
Conn. Genl. .... 10 .80 23% 5 
Contl. Assur.... 10 2.50* 40 4 
Life & Cas..... 3 .50 % 10% 
Lincoln Natl. 10 1.40* 27% 29% 
Ly! World Life 10 3 3% 4% 
W. Natl. Life 7.50 .30 8% 9% 
Shio Natl. Life. 10 1.25 27 29 
Old Line Life... 10 .60 10% 12 
Travelers .....-. 100 16.00 385 405 
Wis. National.. 10 1.00 16 18 


*Includes extras. 








against the Barry County Burial Asso- 
ciation of Cassville, Mo., to determine 
the legal status of those ‘burial associa- 
tions which did not cease operations af- 
ter the 1941 legislature failed to enact 
regulatory provisions. Under a Mis- 
souri supreme court ruling the associa- 
tions have to reorganize under the in- 
surance laws. 





Sidney Salomon, Jr., Equitable So- 
ciety, St. Louis, member of the Million 
Dollar Round Table, has been elected a 
director of the Westwood Country Club 
of St. Louis. 





Christmas as | recall. 


ings account so | agreed. 


MIDLAND 


COLUMBUS 





Folks, | tell this story so that every man, particu- 
larly at this time of year, will think of his family as Jim 
thought of us. Without Jim's life insurance my family 
would not be together this Christmas. 


She 


LIFE INSURANCE COMPANY 


A Christmas 
witHhout JIM... 


My heart has been aching to unload its story but a mother just can't break down in 
front of two children so expectant of tomorrow's Christmas thrills. The children are finally 
to bed and as | walked down the stairs it seems my eyes can't see another thing except 
the picture of Jim over on the library table. Jim, my husband, had a wonderful job. He 
was a salesman and traveled quite a lot. 


| never shall forget one Saturday evening about three years ago. It was around 
Jim put his arms around me and said, “Honey, this week | pur- 
chased enough life insurance to give you and the children an income for life." 
objected because of the added outlay but Jim insisted the premiums would be our sav- 


Last June Jim was on his way home from the East. He was sick when he got off 
the train. The doctor rushed him to the hospital but the operation came too late. His 
appendix had already broken. This is our first Christmas without Jim—but his foresight 
has kept the family in the home. 


Naturally | 





MUTUAL 


OHIO 





Family Maintenance Policy: 
(1) A monthly income while children 


(2) A cash payment equal to the 


(3) Premium reduction after main- 
(4) Constantly 


(5) A retirement income in old age. 


(6) Exceptionally low cost. 


You get all these features in a 


are growing up, plus 


face of the policy after monthly 
income ceases. 


tenance period ends. 


increasing cash 


values. 








“Live for today... Insure for tomorrow” 
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See Possibility of Higher Mortality 















































































































































































































































The current business boom may fore- 
shadow a rise in U. S. mortality rates in 
this country, according to an analysis of 
business activity and mortality since 
1900, released by Institute of Life Insur- 
ance. In the case of each of the 12 
dips in business activity and the 12 
upswings during these past 40 years, the 
death-index has similarly declined or 
increased within a year’s time. The 
death-index measures the variation from 


BUSINESS ACTIVITY DEATH, RATE: JNDEX. 
INDEX Per 1000 | 
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the continuously downward 40-year trend 
of mortality rates, which has been taken 
as the base line. While this close paral- 
lel is not necessarily the basis for a 
prediction for the future, it does serve 
warning of the need for increased atten- 
tion by public health services, industry, 
and individuals to nutrition, hygiene, 
medical checkups and precautions against 
accidents. Life men might well pass the 
information along to clients. 








Detroit Agent Admits 


Embezzlement Charges 


Through efforts of the Michigan de- 
partment, two of whose investigators 
had been working on the case since 
early in November, Benjamin A. Bald- 
win, agent in Detroit for Mutual Bene- 
fit Life, was arrested on a charge of 
embezzling funds through manipulation 
of policies. He has pleaded guilty and 
is in jail awaiting sentence. His license 
had been revoked at the company’s re- 
quest Nov. 7. 

C. Carroll Otto, general agent for 
Mutual Benefit, worked with the Wayne 
county prosecutor on the case. Accord- 
ing to information provided officers 
Baldwin’s method of operations was 
substantially as follows: 

He would sell a single payment life 
policy to a prospect at a _ specified 
amount, receiving the full premium but 
turning in to the company only about 
one-tenth of the premium collected, and 
having the policy written on the basis 
of the premium fraction paid the com- 
pany. He would then fill in a blank pol- 
icy for the sum the insured had thought 
he was purchasing. J. G. McIntosh, as- 
sistant prosecutor of Wayne county, 
said Baldwin had admitted thus manipu- 
lating some 20 or 25 policies within the 
past seven years. Baldwin also admit- 
ted obtaining loans on some of the poli- 
cies he had written and withholding 
dividends due insured. Whenever a 
policyholder requested a change in bene- 
ficiary, McIntosh explained, Baldwin 
would ask that the policy be mailed to 
him and he would then apply for a loan. 
By giving false addresses of insured to 
the company, the prosecutor said, Bald- 
win was able to intercept mail and thus 
complete his fraudulent transactions 
without arousing suspicion of insured. 

x Rhodes, vice-president of the 
Mutual Benefit Life, informed Commis- 
sioner Berry that “you may be assured 
our purpose is to .see that no policy- 
holder suffers any loss * * *”, He said 
adjustment of the cases involved “will 
be made as rapidly as possible.” 





Attorney-General Herbert of Ohio 
has brought suit against the insurance 
department of the Brotherhood of Rail- 
road Trainmen to collect $11,360 alleged 
to be due as franchise taxes, 





L. A. A. Executive Committee 
Will Meet in New York 


The executive committee of the Life 
Insurance Advertisers Association will 
meet at the) Waldorf-Astoria Hotel, New 
York, Dec. 11, after having attended 
the conference of the Institute of Life 
Insurance the preceding day. 

The committee will fix ‘the dates and 
places for regional round table confer- 
ences and discuss the agenda for the 
next national convention, scheduled for 
Chicago next fall. 

In ‘addition to President A. Scott An- 
derson, Equitable Life of Iowa, the ex- 
ecutive committee includes Bart Leiper, 
Provident Life & Accident, vice-presi- 
dent of L. A. A.; Jack R. Morris, Busi- 
ness Men’s Assurance, secretary; Harry 
V. Wade, ‘Standard Life, Ind., treas- 
urer; Powell Stamper, National Life & 
Accident, editor “Life Advertiser’; M. 
F. Browne, Occidental Life, N. C.; V. I. 
Cowie, Great-West Life; C. Sumner 
Davis, Provident Mutual; L. B. Hender- 
shot, Berkshire Life; C. C. Loeble, Pres- 
byterian Ministers Fund, and R. B. Rey- 
nolds, (American Mutual Life. - 

The press and public relations com- 
mittee has been announced. Frank J. 
Price, Jr., Prudential, is chairman. 





Pension Trusts Portland Topic 


Pension trusts, their uses and the 
problems incident to them were dis- 
cussed at the monthly meeting of the 
Seattle Life Insurance & Trust Council. 

Payne Carr, attorney, spoke on 
“Highlights of Pension Trusts”; Clif- 
ford L. Morse, “Using Life Insurance 
and Annuities in a Pension Trust,” and 
H. A. Hendricks, trust officer National 
Bank of Commerce, on “Functions of 
a Corporate Trustee Under a Pension 
Trust.” 





Mass. Savings Bank Report 


BOSTON—Savings bank life insur- 
ance in force in Massachusetts totaled 
$210,000,000 at the close of the fiscal 
year Oct, 31, a new high record and a 
gain of 9.06 percent for the year, accord- 
ing to President R, F. Nutting of the 
Savings Bank Life Insurance Council. 
New issues during the year were $22,- 
000,000 and the net increase was about 
$17,500,000. The number of savings 


bank life insurance policies in force in 
Massachusetts increased to 232,247. 

An important development of the year 
was the introduction of a new paid-up 
policy at age 65, which ties in with so- 
cial security, and a new mortgagor 
policy especially designed for home- 
owners. There are now 109 savings 
banks serving as agencies for this insur- 
ance, 


Dobbs Is Contest Winner 


Chester B. Dobbs, district agent Mu- 
tual Benefit Life in Lincoln, Neb., was 
the guest of honor at a dinner in Lin- 
coln. General agents of the company in 
Nebraska, Iowa, South Dakota and 
Oklahoma staged a two months contest, 
which was won by the Dobbs agency 
for largest production. Paul Welty, Des 
Moines, was honored as second largest 
producer. Twenty-five agents were at 





Big Company Rally 
Tied to N. A. L. U. Sessions 


A company-wide “homecoming” wij} 
be held by Northwestern National Life 
in conjunction with the annual conven. 
tion of the National Association of Life 
Underwriters in Minneapolis next Ay. 
gust. All members of the field force have 
an opportunity to qualify themselves 
and their wives for attendance at the 
double event. It will be the first home 
office rendezvous for the company in 17 
years. 








the dinner. The four agencies entered 
in the contest were represented by their 
general agents: Willard B. Johnson, 
Omaha; Birkett L. Pribble, Sioux Falls, 
S. D.; Alvin H. Doty, Sioux City, Ia, 
and Thomas W. Thach, Oklahoma City, 





* 
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Somme WEN work OV the 


SUM SUP of the street 








A fortunate group of the men who 
sell life insurance move ahead in a 
warm glow of sales sunshine; they 
work and live . on 
the sunny side of the street. Anda 
great many of these men are Con- 
necticut General representatives. 


Why? Because we have made it our 
responsibility to see that Connecticut 
General men stay in the sun. First 
of all, we choose only those who have 
the ability and deep-seated desire to 
move ahead. Once chosen, these men 
are thoroughly trained . . . not 
to sell individual insurance policies 
P but to fulfill the needs of 
their clients through a comprehensive 
analysis that coordinates insurance 
with their complete financial program. 
And as the Connecticut General man 
moves ahead in his work, he finds 
that planned sales assistance contin- 
ually aids and supplements his efforts. 


Naturally, not every selected man 
inevitably gains a spot on the sunny 
side of the street, but his chances of 
earning it are remarkably fine with 
type of backing Connecticut General 
gives him. 


anil sisal 


LIFE INSURANCE COMPANY 


Hartford, Connecticut 


Life Insurance, Accident and Health Insur- 
ance, Salary Allotment Insurance and An- 
nuities, All Forms of Group Insurance, and 


Group Annuities. 
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Realistic Investment and 
Underwriting Views Given 


LOS ANGELES — Investment and 
underwriting problems were discussed 
before the Life Underwriters Associa- 
tion of Los Angeles by Asa V. Call, 
executive vice-president Pacific Mutual 
Life, and O. J. Lacy, president Cali- 
fornia-Western States Life. 

Present day conditions complicate the 
problem of investing money in securities 
that provide safety of principal and at 
the same time yield a reasonable re- 
turn, Mr. Call pointed out. The steadily 
declining investment yield has been 
caused by many factors. In first place, 
it has been the policy of the present 
federal administration to strictly control 
operations of independent business, to 
restrict profits and enter more and more 
into competition with business. This 
has been accompanied by a complete 
control of the monetary system. While 
national debt is steadily rising interest 
rates on government and other securities 
progressively decline. 


Venture Capital Limited 


Because of the government’s attitude 
toward business, venture capital is lim- 
ited, Mr. Call stated. Because of uncer- 
tainties of profit, probabilities of har- 
assment, increased income and other 
taxes, impossibility of offsetting losses 
with gains and other moves to discour- 
age business, this kind of money is being 
placed in banks to remain on deposit or 
into the types of securities which life 
companies properly buy. As a result 
government, state and municipal bonds 
have become the principal source of in- 
vestment outlet. Because of the scarcity 
of new bond issues of privately owned 
corporations, interest rates of high grade 
bonds with long maturities have been 
selling on a 2.6 percent basis. It is al- 
most inevitable that these bonds will sell 
below par before they become due. 


Presents Serious Problem 


The falling interest rate is a serious 
problem, Mr. Call declared in pointing 
out that but 1/10 of 1 percent yield toa 
company with assets of $250,000,000 
occasions a loss of $250,000 a year. 
Total assets of the legal reserve com- 
panies aggregate about $30,000,000,000 
and the drop of 1 percent in earnings 
which has been experienced in the last 
eight or 10 years amounts to $300,000,- 
000 a year. 

Despite this situation life insurance, 
not easily but safely with no element 
of uncertainty, has met this problem. 
Today there is no better investment 
than life insurance. It is fortunate for 
life insurance that its earnings come not 
only from interest but from mortality 
and expense savings as well. These last 
two factors, particularly mortality, form 
a bulwark without which there might 
be some concern, but with it no reason 
to be fearful. 

Apparently the administration is com- 
mitted to the policy of redistribution of 
wealth and has made substantial prog- 
ress along these lines, Mr. Call pointed 
out. The reduction in interest rates has 
resulted in a loss of purchasing power 
by capital in the last eight years of at 
least 50 percent. Taxes of all kinds 
are so heavy that in reality they are 
actually capital levies. Government 
spending is taking an increasingly sub- 
stantial portion of the national income. 
Last year it amounted to 14 percent and 
this year has been increased to 23 per- 
cent and next year it is estimated that 
it will be 35 percent. 


Government Competition Serious 


The extent of government competition 
with private enterprise is of serious con- 
cern because it limits the outlet for in- 
vestments. Government participation in 
private enterprises has gone to extreme 
lengths. “We have seen the govern- 
ment finance the development of fac- 
tories of one kind and another to double, 
treble and quadruple production to make 


this country the arsenal and warehouse 
for the world to such an extent that 
when this emergency passes, it will take 
more than one master mind to know 
who owns what in the manufacturing 
business.” This participation is a forced 
partnership in which the taxpayers who 
put up the money can neither exercise 
a voice in its administration nor profit 
from its investment. There has been a 
marked drive by some _ social-minded 
theorists in the administration to in- 
crease government control of business 
and to inject government into business 
itself. “We must be careful that the 
present emergency is not used by per- 
sons of this type to get a hold that will 
completely throttle our free  institu- 
tions,” Mr. Call warned. 


Will Reduce Investment Outlets 
The dislocation of ordinary business 
will soon substantially reduce the num- 


ber of mortgage loans available for in- 
vestment, except for residence building 


in defense areas. It is reasonable to 
expect that commercial loans by bank- 
ing institutions will shortly reach their 
peak and that out of defense spending 
the manufacturing businesses which 
have been borrowers will commence to 
pay off. Monies which had gone into 
these channels of mortgage and com- 
mercial loans will be forced to look for 
other outlets. About the one remaining 
will be government deficit financing. 
This money will necessarily be in direct 
competition with the program of the 
insurance companies. 

In the face of this situation, Mr. Call 
said he is not a pessimist but a realist. 
He is confident the American people 
will meet these problems as they have 
met other problems and will force the 
government to conduct itself realisti- 
cally. 


LACY’S COMMENTS 








Because no one can tell exactly what 
kind of a war this is going to be and 
because drastic economic and legislative 
changes are likely to occur, it is im- 
possible to make dependable predictions 
as to the future trend of life underwrit- 
ing, Mr. Lacy pointed out. “One thing 


that is clear is that the underwriting 
problems that war conditions have im- 
posed upon us have more to do with the 
quality and persistency of new business 
than its mortality. War clauses will 
largely protect policyholders from exces- 
sive loss due to claims from military 
casualties.” The favorable mortality ex- 
perience in Canada and the British Isles 
was cited by Mr. Lacy. Although the 
epidemic hazard hangs heavy over the 
head of any nation at war, modern med- 
ical methods reduce the probability of 
such mortality. 

The defense effort already is causing 
tremendous dislocation and reshuffling 
of the working population and thou- 
sands of men have changed their occu- 
pations and lost their jobs. Most work- 
ers are enjoying higher income. Women 
are taking industrial jobs heretofore 
filled by men. Millions of promotions 
and vacancies have been caused by men 
being drafted into the army. These 
changes emphasize the importance of 
the work of agents in underwriting. 


Best Agents Valuable 


Mr. Lacy cited a research study which 
showed that the first and 10 years 
values of a group 1 agent to a company 

(CONTINUED ON LAST PAGE) 
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Await Action on 
Guertin Proposals 





(CONTINUED FROM PAGE 1) 


servative basis would be to increase the 
percentage of loading. This would 
leave the companies using this plan with 
higher gross premiums but without any 
obligation to pay out higher cash values 
than at present. Dividend payments 
would, of course, also be higher than 
with the smaller loading percentage. 

This would not be as satisfactory an 
answer to the low interest problem as a 
shift in the reserve basis but it might be 
the only means legally available. Fur- 
thermore there would be the obstacles 
that the Wisconsin law sets a maximum 
limit of one-third of the net premium on 
the American experience basis at 3 per- 
cent as the maximum loading which may 
be charged. Permission to employ a 
higher maximum percentage might be 
desirable, particularly on limited pay- 
ment forms. 


Could Combine Methods 


Even though the necessary states leg- 
alize the Guertin committee’s recommen- 
dations some actuaries feel that it may 
be desirable not only to reduce the 
reserve assumption percentage but to 
raise the loading percentage somewhat. 
It is understood that Metropolitan Life 
has in effect accomplished this, attaining 
the equivalent of a 2%4 percent basis by 
reducing its interest assumption from 3 
percent to 234 percent and increasing the 
loading. 

One important angle of changing toa 
more conservative reserve basis is the 
problem of the higher mortality on poli- 
cies running on the extended term basis. 
This mortality runs probably 150 per- 
cent of normal but 130 percent is the 
basis that is being talked about. How- 
ever even this basis cannot be used in all 
states. 





Emphasis Is on 
Protection Feature 





(CONTINUED FROM PAGE 2) 


come into the picture and quite ethic- 
ally persuade him to drop his term policy 
and purchase new insurance. If the 
agent is conscientious he will of course 
suggest to the applicant that he get ex- 
amined before letting go of his old term 
policy. 

Naturally, if he is uninsurable, the ap- 
plicant will be sure not to let his term 
policy lapse and if possible will convert 
it to a permanent form. There is a cer- 
tain amount of selection against the 
company at the start, when a term policy 
is issued, but the big opportunity for 
anti-selection is later on, when the in- 
sured has the option of dropping his 
coverage or continuing it. If he elects 
to switch to another company there is 
no penalty except that of having a pol- 
icy with a contestable period and this 
does not ordinarily worry the applicant. 


Chance for New Forms 


Probably new policies stressing the 
protection angle will be developed as the 
shift away from investment forms gains 
headway. For example, one agency vice- 
president has suggested the need of a 
policy to supply income to the widow 
of a man covered by social security from 

the time of the man’s death until his 
widow reaches age 65. Under the pres- 
ent social security law a widow, whether 
she has children or not, receives at age 
65 an income of three-quarters of the in- 
come her husband would have received 
had he attained age 65. 

While a younger widow under these 
conditions would receive a considerably 
larger income if she had one or more 
children below the age of 18 there would 
in virtually ev ery case be a gap without 
social security income from the time the 
voungest child reached age 18 until the 


widow reached age 65. In fact, the only 
way this gap could be avoided would be 
in the unlikely event of the youngest 
child’s having been born when the 
mother was age 47 or older. 


Pays More When Needed 


Such a policy as this would provide a 
larger income while the youngest child 
was still under 18 but this would be ex- 
actly the period when more money 
would be needed. Furthermore, while 
making the policy’s income payable re- 
gardless of children the income would be 
assured even though the youngest child 
should die before reaching age 18. 

Assuming that the wife’s age is not 
too far from the husband’s the rate fora 
given amount of monthly income should 
not vary greatly with differences in the 
ages of applicants. At the younger ages, 
when the mortality risk is least the 
liability for a large number of monthly 
payments to the widow would be at the 
nighest while later on as this liability 
decreased, there would be a higher pre- 
sumable mortality on the applicant. 


New England Mutual Now 
in Ultra-Modern Home 








(CONTINUED FROM PAGE 2) 


for increasing the wings and center sec- 
tion to 10 stories, as need for further 
space arises. 

Above the main section a tower rises 
275 feet, with gilded pinnacle and four 
clocks 10% feet in diameter. The tower 
is completely functional, in addition to 
elevators, washrooms and_ telephone 
exchanges, housing ventilating and air- 
conditioning equipment, thus freeing 14 
percent of space in main sections. 

The entrance lobby, finished with lus- 
trous sandstone walls and travertine 
marble floors, will contain eight murals, 
each 8 feet wide and 12 feet high, now 
being painted by Charles Hoffbauer, 
internationally famous muralist. The 
subjects chosen will depict colorful and 
historic early New England events. 

Illumination of the lobby, apparently 
by daylight pouring through skylights, 
is accomplished by fluorescent lighting 
installations in the ceiling. This type 
of lighting system prevails throughout 
the building. The home office commit- 
tee was instrumental in pioneering in 
application of the latest fluorescent tubes 
in recessed troughs in the ceilings. This 
system provides a minimum of 40 foot- 
candles of light on the desk of every 
employe, the majority receiving as much 
as 70-foot candles, or practically day- 
light intensity. 


Attention to Health Conditions 


Warm air in winter and cool air in 
summer are supplied through adjustable 
blending devices set in window-sills. 
Thermostats are controlled from a cen- 
tral point and automatically compensate 
for outside weather conditions. Because 
of filtered air and slight variations in 
inside temperature, it is expected em- 
ployes’ sickness from colds will be 
greatly reduced. 

Partition panels throughout, except on 
the executive floor, are made of Port- 
land cement and asbestos fibres by a 
patented process in which color pigment 
is added before the “mix” is placed in 
presses. The half-inch panels were 
cured for a month and then received 
applications of a special hard wax, 
making maintenance cost negligible. 
Partitions may be moved at will, so all 
office units are flexible. 

Posts and columns were eliminated by 
the use of great steel I-beams, giving 
unobstructed view and 100 per cent 
usable space. 

Two conveyor systems facilitate the 
flow between departments of thousands 
of business communications daily. There 
is also an especially designed vertical 
conveyor that delivers directly to differ- 
ent floors. 

Offices have floors of dark, mottled 
asphalt tile, white, sound-absorbing 
ceiling, and soft-green walls. Executive 
offices on the 9th floor are colonial in 





character, with painted plaster walls and 
wood floors. The directors’ room is on 
this floor. 

The employes’ cafeteria and lounge 
are on the fifth floor. In the center is 
a reference and lending library; adjoin- 
ing on the east, a well-equipped women’s 
rest room, and beyond this a commo- 
dious lunch room for employes. In the 
west section there is a comfortable 
lounge. Both lounge and lunchroom 
open on roofs of the east and west 
wings, which are sun decks, with shuffle- 
board courts. 

To expedite work and save time, there 
will be a loudspeaker system over which 
a message may be broadcast to the 
whole office force simultaneously. 

Space for modern retail stores or busi- 
ness organizations is offered on the first 
floor. 


To Use Modern Bank Vault 


The vault in the basement of the 
Back Bay branch of Merchants National 
Bank, soon to be opened in the building, 
will be shared with New England Mu- 
tual. It is the world’s first all-welded, 
flood-proof, bomb-proof vault. Many 
ingenious devices have been set up to 
safeguard the contents and transfer of 
securities. 

Opening directly from Clarendon 
street is an auditorium seating 930, New 


England Mutual Hall, with a completely 
equipped stage and projection booth. [t 
and a smaller hall downstairs, The 
Charter Room, seating 425, is available 
for rental. 

A sub-basement is utilized as a garage 
housing approximately 100 employes’ 
cars. 





N. Y. Dept. in New Home 


The New York department is now 
pretty well established in its new quar- 
ters at 61 Broadway, having moved 
downtown from the State Office building 
last week-end. Superintendent Pink’s 
office, in the southwest corner of the 
building, commands an. excellent view 
of the Hudson river as do some of the 
other offices. 

The new location has the hearty en- 
dorsement of most visitors to the de- 
partment. It is considerably more con- 
venient to the downtown insurance dis- 
trict than is the State Office building, 
For those coming from uptown the new 
office is better located with regard to 
subways. It is only a short block from 
the Wall street station of the east side 
express line and the west side line is 
only a little farther. While the Eighth 
avenue subway is somewhat more dis- 
tant it is closer to the new office than 
to the State Office building. 
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Study Effect of Harvester Plan 


(CONTINUED FROM PAGE 1) 





oe 
4 decreasing amount of term insurance 
for each employe year by year. During 
the term he is in the service of Interna- 
tional Harvester he is not permitted to 
surrender the paid up portion of his con- 
tract for cash but he may do so upon 
retirement or leaving the service or he 
may take with him the paid up insur- 
ance and also may exercise his option 
of converting the amount of term insur- 
ance that is then being purchased for 
his benefit to a permanent form, 


Replaces Benefit Association 


The idea of providing these paid up 
yalues undoubtedly was projected be- 
cause of the fact that the Aetna Life 
group plan replaces to a large extent 
the Employes’ Benefit Association of 
International Harvester that had been 
in existence since 1908. For a variety 
of reasons, some of which were indi- 
cated in last week’s article, the E.B.A. 
had run into serious obstacles. Through 
the E.B.A. International Harvester em- 
ployes had been buying permanent 
forms of insurance and hence there was 
the incentive to try to provide through 
other means a somewhat comparable 
plan. With the funds of E.B.A., amount- 
ing to some $6,000,000, there was pur- 
chased from Aetna Life single premium 
paid up life insurance and each employe 
is being given a policy in the correct 
amount that the funds to his credit in 
E.B.A. will purchase. The fact that 
there was this fund in existence was 
probably the compelling reason for in- 
troduction of the paid up value principle 
into the plan. There are other corpo- 
rations that have similar employe asso- 
ciations and it may be that if they 
should decide to convert to a regular 
group basis, the principles of the Inter- 
national Harvester plan would be 
adopted, but a good many of the group 
experts express the belief that the 
straight A.R.T. scheme will continue to 
be accepted, 

The insurance companies in their in- 
dividual contracts are trying to discour- 
age the purchase of single premium con- 
tracts because of the investment prob- 
lem and they would not relish multiply- 
ing their single premium _ business 
through group contracts. The group 
business is particularly attractive to 
companies today because of the lack of 
investment element in it and they would 
dislike to see the group business become 
complicated with an investment angle. 


Called “Silk Stocking Plan” 


Some of the group men say that such 
a plan as that of International Harvester 
might be termed a “silk stocking plan” 
because it is on a fairly expensive basis. 
They say that such a plan might be 
attractive to employers and employes 
these days when times are good but that 
in days of depression, when economy 
rules, the cost is likely to be regarded 
as onerous. 

Group business is enjoying a great 
boom, these days. Old accounts are 
showing increases because of increase 
In personnel; then there is an increase 
because of the purchase of increased 
amounts by old contract holders to- 
gether with increased purchase of group 
hospitalization, group accident, group 
surgical, etc., in addition to group life 
and !because of the sale of entirely new 
contracts. Group men say that the big- 
gest difficulty these days is getting the 
employers to sit down long enough to 
listen to a proposal. Executives are ex- 
tremely busy these days and although 
they are very approachable on the idea 
Ol group insurance, they keep deferring 
the interview because of the demands 
upon their time. 

THE NATIONAL UNDERWRITER asked 
the firm of Towers, Perrin, Forster & 
Crosby of Philadelphia for a statement 
of the significance of the Harvester 
plan, since that firm acted as consul- 
tants in the transaction. Actuary John 

. Dyer, Jr., replied as follows: 

Reduced to its fundamentals, the 
Harvester group life plan consists sim- 


ply in applying employe contributions 
as paid to the purchase of paid-up insur- 
ance, the Harvester Company purchas- 
ing each year renewable term insurance 
sufficient to make up for each employe 
the balance of his total insurance cover- 
age according to schedule. Thus the 
longer an employe has been contribut- 
ing the more paid-up insurance he has, 
and the less term insurance the Har- 
vester Company must purchase for him 
(although the company cost of term in- 
surance for an individual may increase 
due to the increasing cost per $1,000 of 
term insurance as age increases). When 
an employe leaves service or retires, his 
term insurance is canceled (subject to 
the usual conversion privilege) but he 
retains his paid-up insurance, which may 
be either maintained or surrendered for 
cash. 

“Quite evidently employes who are 
close to retirement age at the time a 
plan of this type is inaugurated will 
have the opportunity to build up only a 
relatively small amount of paid-up insur- 
ance. Thus there is a problem similar 
in nature to the past service liability 
which exists at the time of establish- 
ment of a retirement plan. The Har- 
vester employes were fortunate in hav- 
ing built up, through their Employes’ 
Benefit Association, a substantial fund 
with which they could buy _ initial 
amounts of paid-up insurance, and thus 
solve this problem. 


Potential Application 


“We feel that the principle of pur- 
chasing units of paid-up insurance year 
by year, supplementing these purchases 
during active employment by means of 
yearly renewable term insurance, is one 
which has a wide potential application. 
It seems to answer quite satisfactorily 
the most common objections to term 
group life insurance, namely, 

“(a) The insurance-on-pensioners di- 
lemma—Discontinuance of insurance on 
retirement is a source of employe dis- 
satisfaction, while continuance of any 
substantial amount leads ultimately to 
prohibitively high costs. 

_ The common complaint on the 
part of employes that upon leaving serv- 
ice they have nothing to show for their 
contributions, except for a conversion 
right which is of value only to the em- 
ployes who are uninsurable. 

“Of course, in the application of the 
paid-up-term idea there are many 
possible variations, both in benefits pro- 
vided and in division of costs. The Har- 
vester plan, chosen as best for that com- 
pany, after careful analysis of many 
possibilities is probably not applicable 
without change to any other employer’s 
situation. This new type will not lend 
itself as easily to standardized treat- 
ment as has group term insurance. 

“To illustrate the numerous problems 
that will arise in establishing a plan 
along the lines of Harvesters’, I mention 
the following: 

“(a) The past service problem men- 
tioned above. The solution to this prob- 
lem which the Harvester had in the 
assets of its Employes’ Benefit Associa- 
tion will not, it is certain, be generally 
available. 


Problem of Coordination 


“(b) The problem of coordinating 
paid-up insurance with existing group 
term coverage. One of the difficult 
phases of this question is the fact that 
employes must probably be asked to 
contribute more than the customary 60c 
per month per $1,000 in order to make 
a plan of this kind successful, and this 
will often mean that employes’ contribu- 
tions must be increased without at the 
same time increasing the amount of 
their insurance coverage. 

“(c) The question of conformity with 
state insurance laws. The laws of cer- 
tain states seem to preclude the writing 
of group life insurance on any basis 
other than one year renewable term. 

“(d) The employer’s cost of the new 


form of insurance is of necessity con- 
siderably higher, at the beginning, than 
for equivalent contributory group term 
coverage. The cost trend will, however, 
be considerably more satisfactory. 

“This is, I believe, about all I can 
say with regard to the applicability of 
the principles of the Harvester plan to 
the problems of other employers. While 
I have no doubt that these principles 
will find useful application in many 
other situations, it is impossible to de- 
fine these situations generally. Each 
employer’s problem must be studied in 
the light of its particular circumstances 
before a decision can be reached as to 
whether or not the principles of the 
Harvester plan have any application, 
and, if so, what form that application 
should take.” 


M. J. Slominski, superintendent of the 
No. 4 district of the Prudential in Buf- 
falo, was honored by 85 associates at 
a dinner for completion of 25 years of 
service. 


Must Send Annual Statement 
by Mail, Not by Express 


LANSING, MICH. — Commissioner 
Berry of Michigan is notifying all 
Michigan companies that they must mail 
their annual reports in the future rather 
than send them by express, a frequent 
practice in the past. 

The postoffice department has re- 
quested the insurance department’s co- 
operation in informing the companies 
that use of express for forwarding the 
reports constitutes a violation of the 
postal laws. The department communi- 
cation quotes the postal regulations: 

“All reports and financial statements 
of insurance companies with reference 
to condition of their business which they 
are required to file with the insurance 
departments of the various states in 
which they are transacting business are 
‘letters’ and may not be forwarded by 
private express without the payment of 
postage.” 
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Detense Alone Is Static 


Some of the commentators and au- 
thors of books who have studied care- 
fully the World War feature on the 
other side take the position that defense 
alone is not sufficient but that there must 
be aggressiveness and militancy in a mil- 
itary policy. The army that is moving 
forward, that is invading, that takes the 
initiative in attempting to embarrass or 
injure the enemy has acquired momen- 
tum and as it goes along enthusiasm is 
created. 

Perhaps in the insurance business we 
have been too much on the defense. We 
are inclined to shrink back when the 
business is attacked rather than to take 


up the cudgels. Insurance we think 
needs to be far more kinetic and militant 
than it is today. It must visualize the 
needs of the public, meet them and then 
show the people that their wants are 
being supplied. Insurance should not 
wait to be told. It should do some of 
the telling. It should be _ prophetic 
enough to see what more is needed and 
then before it is compelled to act, it 
should do the acting. It should not hold 
back when it sees the necessity of 
marching. It needs to cast out much of 
its fear and be inspired with a more ro- 
bust courage so as to crush the harm 
that can be done by its detractors. 


Priorities on Top-Grade Investments 


IN THE sometimes heated discussions of 
the propriety of life companies buy- 
ing entire bond issues through private 
sale or competitive bidding there is 
danger that some important considera- 
tions will be overlooked. First of all 
a clear distinction should be drawn be- 
tween these two forms of sale, which 
have been so frequently bracketed that 
they are regarded as virtually the same 
thing. From the investment banker’s 
point of view they do tend to be al- 
most synonymous, for whether life 
companies obtain an issue of securities 
by competitive bidding or through pri- 
vate sale the result is the same for the 
banker: he is left out in the cold. 

From a life company point of view, 
however, there is a material difference. 
Following the first real test of competi- 
tive bidding, in which a group consist- 
ing of Mutual Life, Metropolitan Life 
and New York Life successfully bid for 
a $90,000,000 issue of A. T. & T. de- 
bentures, President Lewis W. Douglas 
of Mutual Life, whose company han- 
dled the negotiations, publicly ex- 
pressed doubt as to the advisability of 
life companies entering into competi- 
tive bidding and indicated that partici- 
pation was due to a desire to aid the 
Securities & Exchange Commission in 
a test of this new method rather than 
to establish a precedent for the future. 
A little later Equitable Society went 
even further and made a definite deci- 
sion to refrain from competitive bid- 
ding on large issues. 

Private purchases of bond issues, 
however, are to be regarded in a much 
different light. Compared with com- 
petitive bidding the experience is much 
longer, for the practice began soon 
after the onset of the depression and 
has grown to a tremendous volume. As 


compared with competitive bidding 
there is less danger that the agreement 
governing the loan will fail to protect 
the lender’s interest. With sales 
through competitive bidding the terms 
of the agreement are on a take-it-or- 
leave-it basis and not subject to nego- 
tiations between the two parties. Fur- 
thermore there is not the same danger 
with private placements that the anxiety 
of the lender to get a good investment 
will run the price of the bonds up be- 
yond what they should be. 

There has been an unfortunate tend- 
ency in the hearings which have been 
conducted in Washington on amend- 
ments to the securities laws to create 
the impression that the larger life com- 
panies have gobbled up most of the 
good investments at private sale. Yet, 
as Superintendent Pink of New York 
pointed out in his reply to the presi- 
dent of the Investment Bankers Asso- 
ciation on the subject of competitive 
bidding, private placements have been 
effected not only by the large compa- 
nies but by small and medium sized 
companies as well. Probably the 
method would be even more widely 
used among these latter classes of com- 
panies if they felt it would be to their 
interest. Of course, it is much more 
striking to cite the volume of private 
sale effected by a relatively few of the 
bigger companies. 

When everything has been said on 
both sides about private placements 
there remains the outstanding fact that 
this method has cut the cost of bridg- 
ing the gap between borrower and 
lender by many millions of dollars. 
Some of this has of course been to the 
benefit of the borrower but a large 
share has gone to the life companies 
and helped keep the low returns on in- 


vestments from being even lower. 

As for the contention that life com- 
panies by purchasing security issues at 
private sale lessen the investment op- 
portunities of the smaller private or in- 
stitutional investor, this is the result 
not of anybody’s choice but of the 
scarcity of top grade investments. How- 
ever, from a purely social viewpoint— 
one that is being increasingly empha- 
sized everywhere—who has a _ better 
right to first call on the country’s best 
investments than the life company pol- 


icyholders and beneficiaries? The map 
who puts his money into life insurance 
is not looking for speculative apprecia. 
tion. To obtain the highest degree of 
security he is willing to forego the pos. 
sibility of doing better than the terms 
of his investment entitle him to, As 
Eddie Cantor put it years ago, after 
getting burned in the stock market, the 
life insurance policyholder is more jp. 
terested in the return of his money than 
in the return on it. This is a factor that 
can well be emphasized. 








PERSONAL SIDE OF THE BUSINESS 





Oscar C. Slade, veteran employe of 
the Washington National, was presented 
a 30-year service certificate by Presi- 
dent G. R. Kendall at an impressive 
ceremony at the home office. Mr. Slade, 
a member of the actuarial department, 
is one of the company’s oldest employes 
in point of service and has been in the 
insurance business 57 years. He was 
born in 1867 and began his insurance 
career with the Union Mutual Aid Asso- 
ciation of Waterloo, Ia., at the age of 
16. 

Robert E. Watts, Kansas City, general 
agent Pacific Mutual Life, is the proud 
father of a son, R. E. Watts, Jr. The 
child’s grandfather is John L. Watts, 
Chicago general agent. 

Maj. C. C. Neslen, former Utah com- 
missioner, who since "the first of the year 
has been in training as chaplain, with the 
145th field artillery at San Luis Obispo, 
Cal., has been promoted to lieutenant 
colonel. Word of his promotion came to 
him while on maneuvers with the first 
battalion at Hunter Liggett Military 
Reservation. Colonel Neslen was ap- 
pointed a lieutenant in 1926, was made 
captain the same year and promoted to 
major in 1937. 

Charles Fee, manager of the group 
department of John Hancock Mutual 
Life at Los Angeles, and Astrid Allwyn, 
screen actress, were married in Las 
Vegas, Nev. 

Winifred H. Ralston, in charge of 
sales promotion of the Bruce Parsons 
general agency of Mutual Benefit Life, 
Chicago, was honored by the Dartnell 
Corporation in its sales letter for con- 
tributing the best sales idea for the 
week, which appeared in ithe conipany’s 
publication, the “Pelican.” This was an 
article entitled “Competitor-proof Sell- 
ing.” 

A. L. Geller, Houston general agent 
Pacific Mutual Life, was toastmaster at 
the banquet which closed the sessions 
of the Zionists and Hadassah of Louis- 
iana and Texas in Houston. 

Miss Helen C. Weil of the North- 
western Mutual Life home office has 
been elected an associate of the Amer- 
ican Institute of Accountants, the only 
woman in a list of 55. 

O. J. Arnold, president of Northwest- 
ern National Life, has been reelected 
chairman of the executive committee of 
the Minneapolis Civic Council, 

Life insurance people will be inter- 
ested in the fact that Eudora Welty of 
Jackson, Miss., is the author of a book 
of stories, “A Curtain of Green” that 





has just been published by Doubleday- 
Doran. Miss Welty has had stories 
published for the past several years and 
she has been gaining increased recogni- 
tion. Her father was Christian W, 
Welty, who had been with Lamar Life 
for 25 years and at the time of his death 
in 1931, was its president. Miss Welty 
attended Mississippi State College for 
Women and graduated from the Univer- 
sity of Wisconsin. She also did special 
work at Columbia University. Two of 
her stories appeared in the O. Henry 
Memorial Annual Collection. 

A. V. Ott, Equitable Society agency 
manager in New York City, celebrated 
his 50th birthday, the anniversary coincid- 
ing with the close of the agency’s cam- 
paign in honor of President T. I. Park- 
inson of the Equitable. Associates in 
the agency gave a practical testimonial 
to Manager Ott in the form of a new 
high mark in production. <A _ dinner 
party was held at which Mr. Ott was 
given a pipe and tobacco pouch by his 
agents. A. B. Dalager, Equitable vice- 
president; Thomas Burns, cashier, and 
Beatrice Jones, president New York 
Life Underwriters Association, spoke. 
Mr. Ott went to New York 13 years ago 
and has conducted one of the most suc- 
cessful agencies there. Business for 
1941 is 79 percent ahead of 1940. 

Kansas City agents of Business Men’s 
Assurance were hosts at a_ birthday 
party for President W. T. Grant, Nov. 
30. The dinner was arranged by R. J. 
Costigan, manager of the Kansas City 
branch. In addition to Mr. and Mrs, 
Grant officers and directors of the com- 
pany were honor guests, 

Charles M. Howell, president of Pyra- 
mid Life of Kansas City and democratic 
leader, is seriously ill in Johns Hopkins 
Hospital in Baltimore. His condition 
currently is reported to be somewhat im- 
proved but physicians are quoted as say- 
ing that he is “still a very sick man.” 


Columbian National Life has a new 
million dollar producer in William 
Schlesinger, general agent in New York 
City, who passed the million mark in 
personal paid-for business early last 
week, the business for the most part con- 
sisting of medium sized cases. Mr. 
Schlesinger has consistently led his com- 
pany’s personal producers since January. 


Dan W. Cook, vice-president of Bank- 
ers Life of Nebraska, is recovering from 
a painful but not serious injury that kept 
him in a cast for several weeks, While 
horseback riding a truck hit the animal 
from behind, and Mr. Cook was thrown 
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“If you will wait until tomorrow, John, I can tell you more about this contract. 
I have a class in insurance this afternoon.” 











violently in a sitting position on the hard 


DEATHS 


Geo. Dyer, St. Louis 
Leader, Dies 


George L. Dyer, general agent in St. 
Louis for Columbian National Life, who 
was one of the best known men in life 
and accident and health insurance circles 
in that city, died Saturday night at St. 




















GEORGE L. DYER 


Mary’s Hospital in St. Louis at the age 
of 62. He had suffered a stroke. He 
was Prominent in St. Louis outside of 
circles as well, being a mem- 





sioners, 

Mr. Dyer was born in Kansas and 
graduated from St. Mary’s College in 
1898 and from the Kansas State Normal 
School in 1900. He taught school for 
three years and then went into life in- 
surance business as district agent for 
futual Life of New York in southeast- 








ern Kansas. He made a conspicuously 
good record, writing nearly $1,000,000 of 
life insurance in 1904. In 1905 he went 
with Union Central Life as general agent 
in Kansas City. In 1911 he went to 
St. Louis as general agent for Colum- 
bian National and he was the oldest 
general agent in St. Louis in point of 
service. He was the first president of 
the National Star Producers Club of 
Columbian National. He served as pres- 
ident of the St. Louis Life Underwriters 
Association back in 1913 and in 1917 
was secretary of the National Associa- 
tion of Life Underwriters. He was gen- 
eral convention chairman a few years 
ago when the National association held 
its convention in St. Louis. 

Mr. Dyer had always been greatly in- 
terested in accident and health insurance 
and his agency has long been one of the 
production leaders of Columbian Na- 
tional in that field. His son, George L. 
Dyer, Jr., who has been associated with 
his father’s agency since 1934, is now 
first vice-president of the National Asso- 
ciation of Accident & Health Underwrit- 
ers and is a former president of the St. 
Louis association. Another son, Fred C. 
Dyer, formerly was with the agency. 





Rev. C. A. Stonelake, 85, who retired 
as personnel officer of Prudential in 
1924, died at his home in Sayville, N. Y. 
He joined the company in 1897. 

Lyle A. Stephenson, 61, died at Kan- 
sas City of a cerebral hemorrhage. He 
was widely known as an accident and 
health producer, and for 35 years had 
operated the “Levit 2 Lyle’ agency 
there. He had been general agent for 
Continental Casualty since 1905, and 








AVAILABLE 
LIFE INSURANCE AGENCY AND 
BROKERAGE ASSISTANT 

Young lady, with seven years experience in life, 
accident and health and specializing in agency 
and brokerage work, desires similar connection. 
Prefer Chicago but will consider other locality. 
Thoroughly capable, secretarial qualifications, A-1 
references. Address O-71, The National Under- 
writer, 175 W. Jackson Blvd., Chicago, Ill. 














POSITION WANTED 


Trained cashier’s assistant, twelve years’ ex- 
perience with large life company, desires posi- 
tion with greater opportunity for advancement. 
Excellent references. Address O-68, The Na- 
tional oe 175 W. Jackson Blvd., Chi- 
cago, Iil. 
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“IT’S RIGHT DOWN OUR ALLEY, ” 
SAY UNION CENTRAL MEN, 
“TIMELY, HARD-HITTING, AND 

REALLY DOES THE JOB!” 


The UNION CENTRAL LIFE INSURANCE CO. 


CINCINNATI, OHIO 
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the agency represented Continental As- 
surance. His advertising, built around 
use of the slogan “Leavit2Lyle,” was 
unusual and attracted wide attention. 

A. T. Autrey, 47, district manager of 
Pan-American Life at Bryan, Tex., for 
four years, who was compelled to retire 
two years ago because of ill health, died 
from a heart attack. 

Walter F, Kirk, a director of Farm- 
ers & Traders Life of Syracuse, N. Y., 
died of injuries suffered in an automobile 
accident near Columbus, O. He resided 
at Port Clinton, O., and was a leader in 
affairs of the grange. He was president 
of Grange Mutual Casualty and master 
of the Ohio State Grange. 

Dan C. Boney, insurance commis- 
sioner of North Carolina, is bereaved by 
the death of Mrs, Boney. 

F. D. Comerford, 48, president of the 
Boston Edison Company, who died 
there, was a director of John Hancock 
Mutual Life, State Mutual Life and Lib- 
erty Mutual. 

Mrs. J. C. Fortune, 48, one of the best 
known insurance women of the south- 
west and former secretary of the Dallas 
Association of Life Underwriters, died 
suddenly in a Dallas hospital. She had 
won many awards as a producer for Jef- 
ferson Standard Life and was also a sol- 
icitor of fire and casualty insurance in 
the office of I. Reinhardt & Son, Dallas. 


COMPANIES 


Jefferson Standard 
Doubles Its Capital: 
Now $4,000,000 


GREENSBORO, N. C.—Stockhold- 
ers of Jefferson Standard Life Tuesday 
approved the recommendation -of the 
directors that capital be increased from 
$2,000,000 to $4,000,000. The directors 
made that recommendation at a special 
meeting on the occasion of President 
Julian Price’s 74th birthday anniver- 
sary. 

The increase will be brought about 
through a transfer from the surplus ac- 
count to capital stock account by means 
of a 100 per cent stock dividend. 

Outstanding capital stock has con- 
sisted of 200,000 shares of $10 par value. 
There will now be 400,000 such shares, 
the new stock to be spread proportion- 
ately among some 500 stockholders. 

In September Jefferson Standard 
passed the $100,000,000 mark in assets 
and it is now approaching the $450,000,- 
000 mark in life insurance in force. New 
sales this year are expected to amount 
to $60,000,000. As of Dec. 31, 1940, net 
surplus of Jefferson Standard amounted 
to $3,330,000. There were special sur- 
plus funds of $1,400,000. 














Aetna Life Companies 
Pay Extra Dividends 


Aetna Life has declared an extra divi- 
dend of 20 cents and the regular quar- 
terly of 30 cents. This means that the 
total payments to stockholders this year 
amount to $1.90 as compared with $1.40 
last year. 

Aetna Casualty at the same time paid 
an extra of $1 and the regular quarterly 
dividend of $1. Automobile of Hartford 
declared the regular dividend of 25 cents 
and a 40 cent extra dividend. 


New Home Life. Ark., Move 


LITTLE ROCK—Apparently 
wearied by transfers and reinsurance 
agreements, a group of policyholders of 
the former Home Life of Arkansas in 
an intervention filed in circuit court 
here seek an order for liquidation of its 
assets, transferred in 1931 to the former 
Central States Life of St. Louis, and 
reimbursement of policyholders propor- 
tionate to their premium payments. 
They request that assets be retained 





in the custody of M. J. Harrison, ancil- 
lary receiver, and not be transferred to 
the new Mutual Savings Life, which 
submitted a bid approved by the circuit 
court in St. Louis for business of the 
former Central States Life. 








COMPANY MEN 





Knight, Blanchard 
Win Advancement 


H. L. Knight becomes assistant su- 
perintendent of agencies of Union Mu- 
tual Life and L. R. Blanchard agency 
secretary. 

Mr. Knight, graduate of University 
of Maine, became associated with the 
company’s auditing department in 1932, 
and has been promoted several times. 
In 1936 he became cashier and office 
manager at Boston, and subsequently 
was branch office auditor. -For several 
years he has been agency secretary and 
assistant to the president. 

Mr.: Blanchard, graduate of Colby 
College, joined Union Mutual early in 
1940 as assistant in the agency depart- 
ment. He previously was in publicity 
and promotional work. For the last 
year he has been editor of publications. 


New England Mutual Makes 
Home Office Appointments 


New England Mutual Life has made 
several appointments and departmental 
changes in the home office staff. 

James Lawthers has been appointed 
manager of the policy loan department, 
reorganization of which has been in 
progress for some time under the super- 
vision of Webster D. Adams, assistant 
secretary. Mr. Adams has been assigned 
to general administrative supervision of 
three departments with the work of 





which he is thoroughly familiar, pre- 
mium collection, renewal service and 
policy loan. 

The cashier’s department has become 
a unit of the investment department, 
with Robert Nichols continuing as 
cashier and Vernon L. Jewett named 
assistant cashier. 

Frank M. Elwell, Jr., has been ap- 
pointed manager of the personnel office. 
R. B. Luick, for three years a member 
of the staff, has been appointed an at- 
torney of the company. He is a gradu- 
ate of the University of Minnesota law 
school and the MHarvard Graduate 
School of Business Administration, and 
is a member of the Boston and Ameri- 
can bar associations, 


Sharpe and Knuckles Are 


Assigned to Home Office 


G. A. Sharpe of the Mutual Benefit 
Life home office agency in New York 
City for the last two years, and M. K. 
Knuckles, supervisor in the Louisville 
agency since 1936, have been added to 
the agency department staff. 

Mr. Sharpe will ‘be associated with 
R. B. Thompson in general sales pro- 
motion, with primary attention to em- 
ploye insurance plans and business in- 
surance. Mr, Knuckles becomes agency 
assistant associated with the field serv- 
ice division. 

Experience Is Broad 


Mr. Sharpe joined the St. Louis 
agency of Mutual Benefit in 1925, pre- 
viously having had extensive experience 
in the life and general insurance fields 
at Indianapolis. He was agent, super- 
visor and then general agents’ assistant 
in the St. Louis and New York City 
agencies, and since January, 1940, has 
been assistant to the manager of the 
233 Broadway agency in New York. 

Mr. Knuckles also had considerable 
life insurance sales experience before 
joining the Louisville agency. He has 
built a reputation for sound supervision 
and sales leadership, and has been an 





important factor in the agency’s training 
and production program, 


Promotions by Provident, N. D. 


Several staff changes are announced 
at the home office of the Provident Life 
of Bismarck, N. D. Burkett Huey, as. 
sistant secretary, has been promoted to 
agency secretary to succeed H. F. Mon. 
ley, who is now with the Research By- 
reau. Julius Bischof has been made 
manager of the policy owners service 
department and Garvin Sandsmark 
heads the new issue department. 








Moen to Continental Casualty 


H. E. Moen, superintendent of agents 
of Midland National Life, Watertown, 
S. D., for six years, has resigned to join 
Continental ‘Casualty as home office con- 
tact man of the intermediate department 
for the western division. He will con- 
tinue to make his home in Watertown 
although attached to the company’s 
home office. Before joining Midland Na- 
tional, Mr. Moen was with Minnesota 
Mutual Life for 17 years. 


New Mutual Benefit Director 


Lawrence J. MacGregor, president of 
the Summit, N. J., Trust Company, has 
been elected a director of Mutual Bene- 
fit Life to fill the vacancy created by 
the death of the late Edward W. Jack- 
son. 


Doubt Made Reinsurance Chief 

Canada Life has placed Karl K. Doubt 
in charge of the reinsurance department 
at the head office, succeeding L. A. M. 
Porter, retired. 








End Newark Speaking Class 


NEWARK—The 13 weeks public 
speaking class composed of home office 
junior executives of the Prudential, with 
H. B. Morton as instructor, known as 
the “Prudential 30-30 Speakers Club,” 
as all members are under 30, closes Dec. 
9 with a banquet. 








Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Sup’t. of Agencies 








A few territories open to alert, 
ambitious men who can meet 


our strict requirements. 


NATIONAL LIFE 


Insurance Company..Montelair, N. J. 








ee on ee eae 





Dect 






es IEE 










Rn A Rat 























5, 1944 


ne 





tr aining 


D. 


Ounced 
ent Life 
ey, as- 
hoted to 
- Mon. 
rch By. 
Made 
Service 
pdsmark 


ty 

f agents 
ertown, 
to join 
Ice COn- 
artment 
ill con- 
fertown 
npany’s 
ind Na- 
inesota 


lent of 
iy, has 
Bene- 
ed by 
Jack- 


ief 


Doubt 
tment 
A. M. 





Lee tote 


01 LOND PLS 





























December 5, 1941 


LIFE INSURANCE EDITION 


15 








AGENCY MANAGEMENT 





social Security Group Is 
Excellent Prospect Source 


NEW YORK—The agent must look 
to the group of people covered by the 
gocial security act, who receive the 
greatest part of the national income and 
who are the least taxed as his major 
prospect source, S. S. Wolfson, general 
agent Berkshire Life, said at a meeting 
of the Midtown Managers here. Now 
numbering about 47,000,000, the group 
will probably be increased to 60,000,000 
by proposed revisions to take in some 
occupations not now included. 

Mr. Wolfson suggested that these 
prospects be contacted through the em- 
ployer rather than as individuals because 
itis possible to reach many more under 
favorable conditions because the “boss” 
acts as a center of influence. 

Sidney Wexler, of the Social Security 
Board said that if a person in covered 
employment desires to work after 65, 
he should inform a board office of his 
intention. A person may work in an 
occupation not covered by the act after 
65 and not have his benefits penalized. 
A worker may “fix” his benefits if he 
consults with a board office. The aver- 
age benefit currently being paid is about 
$26, he said. 

T. W. Foley, State Mutual, president 
of the life managers group, appointed a 
nominating committee of J. M. Ejisen- 
drath, Guardian Life; Ben Hyde, Penn 
Mutual, and J. A. McNulty, Prudential. 
The association’s Christmas party will 
be Dec. 18. 





Insurance Girls Cashiers’ Guests 


About 60 girls from the various life 
agencies in Newark were guests of the 
Life Agency Cashiers Association of 
Newark at a dinner meeting. S. B. 
Page of the New Jersey Bell Telephone 
System talked on how to use the tele- 
phone properly. Two sound pictures 
were shown, “A New Voice for Mr. X” 
and “Emergencies in New Jersey.” 





Connelly Kingston President 


_E. D. Connelly, Prudential of America, 
Kingston, Ont., has become president of 
the Life Managers Association there. He 
succeeds M. R. Hamilton, Imperial Life, 
transferred ta Hamilton. 





Discuss Recruiting, Selection 


_A discussion of recruiting and selec- 
tion featured the November dinner-meet- 
ing of the Life Agency Managers of 
Richmond. Carroll T. Scott, Reliance 
Life, and D. Conrad Little, Connecticut 
Mutual, led the discussion. It was the 
first of a series of forums on various 
phases of agency work. 


Utah Speaker on Inflation 


At the November meeting of the Utah 
Life Managers in Salt Lake City, T. A. 
Beal, dean of the school of business at 
the state university, spoke on “Inflation.” 
He believes that as long as inflation in 
the United States continues in its com- 
paratively mild form, and is confined to 
commodities, the country has little to 
fear, As hedges he recommended invest- 
ment in life insurance, savings accounts, 
and defense savings bonds and stamps. 


Jaqua Speaks in Pittsburgh 


A. R. Jaqua, associate editor of the 
Diamond Life Bulletins, Cincinnati, 
Spoke at the meeting of the Agencies 
Committee of Pittsburgh Tuesday. 


The Toledo (O.) Life Managers’ As- 
sociation will hold a buffet supper and 
round-table discussion Dec. 8. 











Chester O, Fischer, vice-president of 
fassachusetts Mutual Life, has been 
appointed chairman of the $200,000 cam- 
paign for modernizing and enlarging 
Wesson Memorial Hospital in Spring- 
field, Mass, 


Boston Slate Eliminates 
Succession of Officers 


BOSTON—The nominating commit- 
tee of tha General Agents & Life Man- 
agers Association of Boston departed 
this year from the usual order of succes- 
sion of officers and eliminated from the 
slate for 1942 all present officers and di- 
rectors. The committee believes it to 
be desirable to put a definite end to the 
regular succession of officers. Nomina- 
tions are: For president, Frank T. Bobst, 
John Hancock Mutual Life; vice-presi- 
dent, Fitzhugh Traylor, Equitable So- 
ciety; treasurer, Merle G. Summers, New 
England Mutual Life; secretary, Leon- 
ard T. Smith, Prudential; directors, 
Joshua B. Clark, State Mutual; Ralph 
Harney, Metropolitan; Thayer Quinby, 
Columbian National; Ralph Sanborn, 
Connecticut Mutual; Lester von Thurn, 
John C. Paige & Co., and James M. 
Woodhouse, United Central. The an- 
nual meeting will be held on Dec. 18. 


COAST 


Holmes Would 
Abolish Montana 
Insurance Board 


Commissioner Holmes of Montana has 
announced that he will urge the next leg- 
islature to repeal the act creating the 
Montana state insurance commission or 
to amend the law so that all members of 
the commission would be elected at the 
polls. The commission is composed of 
Mr. Holmes, as insurance commissioner 
and state auditor; E. A. Dye, chairman 
of the state board of equalization, and 
William Hosking, state accountant. 

Mr. Holmes stated that the commis- 
sion fails to function as intended by the 
legislature because a majority of the 
board are appointees or employes of the 
state board of examiners, “and the only 
thing they can do is approve what their 
bosses have done.” 

Since about 1937, according to Mr. 
Holmes, the commission has voted on 
nearly every occasion two to one, with 
Mr. Holmes casting the dissenting vote, 
on matters relating to any insurance 
matter in which the state board of ex- 
aminers was involved. Under the law, 
meetings must be called by the chairman 
and 24 hours notice given. Yet on one 
occasion a meeting was called within an 
hour of notice and without the knowl- 
edge of Mr. Holmes, the chairman. At 
that meeting, the majority then ap- 
proved action of a majority of the state 
board of examiners in canceling fire in- 
surance on all state property and award- 
ing a new policy to a company at a cost 
of 75 cents per $100. Five days later in- 
surance could have been written with 
virtually every company, at 64 cents. No 
bids were asked for the insurance. 














Two Chapter 9 Companies 
Taken Over Permanently 
LOS ANGELES—Physicians Life of 


San Francisco and Sunset Mutual Life 
of Los Angeles two of the Chapter 9 
companies seized by Commissioner Cam- 
inetti last year, now are permanently in 
the hands of the insurance commissioner 
as conservator, as the result of orders is- 
sued by Superior Judge Schmidt on pe- 
tition of Mr. Caminetti and consented to 
by officers of the companies. 

The Sunset Mutuaa! order provides 
that the general agency contract held by 
Cottrill & Eidson will be canceled; that 
that agency’s certificate of contribution 
will be canceled and terminated and that 
it will provide releases for claims by at- 
torneys and will terminate its proceed- 


ings under Section 1012. All company 
officers will resign. The new board will 
consist of Richard Becker, insurance 
claims examiner; T. E. Stealey, senior 
insurance license examiner; T. W. Nor- 
ton, attorney and senior document ex- 
aminer; N. L. Barker, attorney and real 
estate and collection officer, and W. P. 
Wood, special counsel for the conserva- 
tor, all insurance department employes. 


Settle Agency’s Claims 


The Physicians Life petition granted 
authority to pay Cottrill & Eidson $40,- 
000 in settlement of claims under its 
agency contract. Cottrill & Eidson was 
paid $338,094 under the agency con- 
tract. The conservator fixes the total 
value of the agency’s services at $23,691. 
Cottrill & Ejidson advanced $52,800 to 
the Physicians so that the total reason- 
ably due the firm is not in excess of 
$291,491. The petition alleges that Cott- 
ril] & Eidson has been overpaid $27,602. 

The same board named for the Sunset 
will direct the Physicians Life. 





Yates Opens New Offices 

LOS ANGELES—John W. Yates & 
Associates, California general agents 
Massachusetts Mutual Life, displayed its 
new offices in the Security Title Insur- 


ance building here at an open house to 
which 3,000 were invited. Everything 
has been done to make the offices. mod- 
ern, comfortable and efficient. Massive 
beveled doors with dull silver trim and 
the name in spotlighted silver letters 
greet visitors. The latest type of fur- 
nishings and indirect lighting provide a 
pleasing setting. There are 30 private 
offices which enable Mr. Yates to carry 
out his agency building philosophy otf 
glorifying the individual agent. In ad- 
dition to the well staffed sales service de- 
partment there are 10 secretaries for ad- 
vanced underwriting. Mr. Yates has 38 
full time men who averaged $5,287 in 
commissions during the past two years. 
Mrs. Yates was hostess at the open 
house assisted by her daughters and 
Mrs. R. L. Altick, wife of Mr. Yates’ 
fellow general agent, who recently came 
here from Wilkes-Barre, Pa., to aid Mr. 
Yates in developing the territory. 


New Edition of California Code 


The new 1941 edition of the standard 
insurance code of California has just been 
issued by the state printer and is now 
ready for distribution. It may be ob- 
tained from the bureau of documents, 
Sacramento, Cal., for $1.25 plus sales 
tax of 4 cents. 








Ta meet 
CHANGING CONDITIONS 


we encourage the addition of 


Income Disability, Family In- 
come, Mortgage Protection and 
other supplemental benefits to 
any premium paying policy. 

AND pay liberal commissions 
for this service. 
THIS...ts the Occidental way! 


V. H. Jenkins, Vice President 


OCCIDENTAL LIFE 


INSURANCE COMPANY OF CALIFORNIA 


LOS ANGELES 
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NEWS OF LIFE ASSOCIATIONS 


the organization since it started in 199; 
He said that in 1942 the programs oj 
the club will be built along educational 
lines, with outstanding men in varioys 


ACCIDENT 





Temporary Advantage in 
Other Fields Illusory 


SOUTH BEND, IND.—At a special 
meeting of the South Bend Association 
of Life Underwriters, with more than 
100 present, Commissioner Viehmann of 
Indiana expressed his appreciation of 
the cooperation his office receives from 
the life men. John D. Cramer, first 
deputy commissioner, spoke reminis- 
cently of the.life insurance business as 
it has come under his observation dur- 
ing his long connection with the depart- 
ment. James Spurgeon of the depart- 
ment told of the operation of the agency 
qualification requirements, for the ad- 
ministration of which he is responsible. 

J. G. Wood, secretary-counsel of the 
Insurance Federation of Indiana, spoke 
on “The Future of the Insurance Man 
_as I See It.” Because of rapidly chang- 
ing conditions affecting insurance, he 
emphasized that those engaged in it 
must use all available sources of infor- 
mation and education. For those who 
properly equip themselves the business 
holds good promise which, however, is 
not the case for those who have an in- 
different attitude. He warned young 
men now in life insurance against leav- 
ing their chosen profession for the pres- 
ent possibly alluring jobs offered in 
defense work. When this unnatural busi- 
ness development is over, he predicted 
that those who follow this will-o’-the- 
wisp will find that they have left some- 
thing of substance for a passing chance 
at temporary income increase. 

The temptation to leave life under- 
writing for defense jobs has been great 
in South Bend and other centers where 
there are large defense projects and a 
disturbing number, from the viewpoint 
of life company managers, have yielded. 
It was hoped at this South Bend meet- 
ing to show the younger members the 
folly of pursuing such a course. 

A number of ‘fire and casualty agents 
were present as guests. 





Conn. Committees Named 


The personnel of the various commit- 
tees of the Connecticut State Associa- 
tion of Life Underwriters has been 
announced by W. W. Hartshorn, presie 
dent, who is manager for Metropolitan 
Life in Hartford. 

The chairmen are: public relations, 
John Duncan, Travelers; finance, Frank 
Townsend, Connecticut General; educa- 
tion, Robert C. Mix, State Mutual; pub- 
lic information, Howard Krick, New 
Haven; sales congress, Herbert Behan, 
Massachusetts Mutual; publicity, Wil- 
liam L. Camp, 3rd, Connecticut Mu- 
tual; extension and membership, C. 
Kenneth Catlin, Phoenix Mutual; annual 
convention, Francis §. Hamilton, 
Travelers, New Haven; national defense 
savings, C. William Mercer, Equitable 
Society; cooperation with trust coun- 
cils, Earl Roberts, Equitable Society, 
Bridgeport. 


Columbus, 0.—John C. Winter, National 
Life of Vermont, has been appointed 
chairman of the liaison committee. The 
association meets Dec. 6. 

Ames, Ia.— Alden Palmer spoke on 
“Forgotten Factors in Underwriting Suc- 
cess.” Guests included Max G. Kissick, 
Mason City, state association president; 
Merle E. Van Epps, Davenport, state 
vice-president, and C. V. Shepherd, Cedar 
Rapids, secretary. 

Pittsburgh—Hampton H. Irwin, edu- 
cational director Massachusetts Mutual 
Life, will speak Dec. 11 on “Putting Your 
Story Across.” 

Montreal—A. E. Rundle of North 
American Life of Canada in Toronto ad- 
dressed a luncheon meeting. 

Minneapolis—Louis Behr, Equitable So- 
ciety, and John O. Todd, Northwestern 
Mutual Life, Chicago, will speak Dec. 11, 
Mr. Behr on “My Programming and Pros- 
pecting System,” and Mr. Todd on “Three 
Methods.” 

Duluth, Minn.—Hiram Moore, St. Paul, 
and Leon La Bounta and Louis Gross of 
Minneapolis conferred with Duluth gen- 





eral agents and officials of the Duluth as- 
sociation in connection with the sales 
congress to be put on in St. Paul the last 
week in January by the state associa- 
tion. 

Dallas—Stanley E. Smithson, Aetna 
Life, Fort Smith, Ark., will speak Dec. 
12. Mr. Smithson, who was reared on 
a tenant farm, entered life insurance in 
1935 and his first year met the require- 
ment of $150,000 of paid business for the 
Aetna Life’s agency convention. He is 
president of the Fort Smith association 
and a past president of the Arkansas 
association. 

Portland, Ore.—E. A. Burkitt, Portland 
manager of J. C. Penney Company, spoke 
on “Life Insurance from a _ Business 
Man’s Viewpoint.” Gilbert L. Schultz, 
agency organizer of New York Life, was 
a guest. 

Toledo—Ninety-two new members were 
added during a 10-day campaign, bring- 
ing the roster to nearly 250. 

Paul Speicher, R. & R. Service, said 
this country could not experience the 
kind of inflation which hit Germany 
after the world war, and that the pres- 
ent rising prices are not the forerunner 
of a similar financial collapse in this 
country. 

Jackson, Tenn.—In last week’s edition 
appeared the statement that Lloyd T. 
Binford, retired president of Columbia 
Mutual Life, addressed a meeting of the 
Jackson Association of Life Underwrit- 
ers. This was an error. Mr. Binford 
had addressed the meeting of agents of 
a company known as Tennessee Valley 
Life Association. 

Northern New Jersey—R. C. Clothier, 
president of Rutgers University, will 
speak at the luncheon and Christmas 
party Dec. 11 on “Where Do We Go from 
Here?” 

Lineoln, Neb.—John H. (Jack) Leaver, 
field service manager of Mutual Benefit 
Life, spoke on “Animated Selling.” He 
said the greatest sin in selling is for 
the salesman not to be interested in the 
product he is selling; “animated selling 
is the reaction of faith in yourself which 
is reflected in those you contact.” 


Elgin, I.—P. B. Hobbs, Chicago 
agency manager of Equitable Society, 
trustee of the National association, gave 
the talk on four essential qualities for 
selling in 1942 which he has given re- 
cently at several meetings of local asso- 
ciations. 

Springfield, Mass.— Edwin O. Childs, 
lawyer and former mayor of Newton, 
Mass., gave a talk, “How the Life Under- 
writer Looks from My Side of the Desk.” 


Youngstown, 0.—J. T. Kimberly, super- 
intendent of Prudential, Akron, O., spoke 
on “Can a Man Change His Habits?” 


Milwaukee—George E. Lackey, Detroit 
general agent of Massachusetts Mutual 
and former president of the National as- 
sociation, will speak Dec. 9 on “The Kin- 
ship of Law and Life Insurance and Co- 
operation with Trust Companies,” as Mr. 
Lackey has been chairman of the Na- 
tional association’s committee on cooper- 
ation with attorneys. Members of the 
Milwaukee Trust Officers Council, the 
Milwaukee and Wisconsin State Bar as- 
sociations have been invited. 

Bimingham, Ala.—T. J. Twentyman, 
advertising manager of Loveman, Joseph 
& Loeb, speaking on “The Soul of Life 
Insurance,” stresses the slogan ‘Sell the 
Good in the Goods,’ meaning that soap 
is not so much lard and tallow but 
cleanliness and that life insurance is not 
just a printed policy but protection. He 
furnished the answer as to when the 
agent should ask the prospect to sign 
on the dotted line and that is “when you 
prove to him that your product is worth 
more than his money.” 


Chicago—The 1942 sales forum of 10 
weekly lectures by men nationally 
known in life insurance will be started 
Jan. 24, to wind up March 28. This is 
the fourth year the school on principals 
of life insurance and selling has been 
conducted. Weekly attendance of more 
than 500 members was recorded last 
year. G. L. Grimm, New England Mu- 
tual, is educational chairman, 

Cleveland—Paul Speicher, will give an 
address on “There Is No Substitute for 
Life Insurance.” 

The women’s division meets Dec. 5. C. 
F. Lutz, Cleveland, assistant manager of 
the Equitable Society, will speak on 
“Telling Your Financial Fortune.” 


fields discussing underwriting, claims 
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New York A. & H. Club Elects 


medical and legal phases of the bygi. 
: : ness, 
Officers; Demsey President R. W. Pope, Employers Liability, 


retiring president, had charge of the 


NEW YORK—At its annual meeting Geauiiaan 


the Accident & Health Club of New 
York elected these officers: C. F. Dem- 
sey, Travelers, president; F. G. Cloos, 
Metropolitan Life, vice-president in 
charge of arrangements; E. E. Bradley, 
Globe Indemnity, vice-president in 
charge of education; C. F. McLaughlin, 
United States Casualty, vice-president 
in charge of membership; N. E. Walter, 
Connecticut General, secretary; J. M. 
Boyle, Continental Casualty, treasurer, 
and W. F. McCarthy, Equitable So- 
ciety, assistant treasurer. Three mem- 
bers of the executive committee elected 
are: H. J. Miller, Great American In- 
demnity; W. L. Kick, Century Indem- 
nity, and M. I. Gorian, New Amsterdam 
Casualty. 

J. R. Garrett, National Casualty, was 
appointed chairman of a committee to 
study the proposed incorporation of ac- 
cident and health benefits in the social 
security act. 

Mr. Demsey, who is adjuster of 
Travelers, is the first claim man to head 


— ee 


A. & H. Sessions in New York 


NEW YORK—tThe governing com. 
mittee of the Bureau of Personal Acci- 
dent & Health Underwriters will meet 
here Dec. 8, and the following day wil] 
be luncheon guests of the Health & Acci. 
dent Underwriters Conference at the 
Waldorf-Astoria Hotel. 


Health Cover Proposed in Canada 


TORONTO—Under consideration by 
government authorities at Ottawa is an 
elaborate plan of national health insur. 
ance for Canada. 

Conferences have been held with vari- 
ous interests which would be concerned, 
and more of them are to take place, 
Various proposals are being drafted for 
consideration with the question whether, 
in war time, they should be embodied 
in legislation. 

If the scheme is embarked upon, it 





Our New 
ARROW of GOLD POLICY 


Provides— 


1—Low cost protection at less than 
term rates. 


2—Selection of any renewal period 
(not less than five). 


3—Renewal privileges any number of 





times until age 60. 


4—-Final renewal to age 70 (selection 
period ends at age 60). 


9—Conversion privileges any time un- 
til age 70. 


A liberal, flexible, low cost contract. Extraordinary 
first year commissions and renewals. 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 
& 


Exceptional General Agency contracts in the states of Illinois, 
Iowa, Indiana, Ohio, Missouri and Kansas 
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yould be akin to the now operating sys- 
fem of unemployment insurance. It is 
described as an enlargement of the Brit- 
sh Columbia plan. : 

Eligibility for the service would de- 
pend upon the income bracket of the 
applicant. Within certain limitations, it 
yould be free. 





Big Wisconsin National Gain 


Wisconsin National Life’s accident and 
health business increased 92.3 percent in 
November and is ahead 47.6 percent for 
the first 11 months. Premium collections 
increased 46.4 percent in November and 
9,5 percent for the year. The accident 
and health department already has its 
largest premium volume in history and 
the increase in 1941 is almost twice as 
large as in any one of the last five years. 





Jackson with Postal L. & C. 
KANSAS CITY—Owen R. Jackson, 


examiner for the Missouri insurance de- 
partment, has been elected a vice-presi- 
dent of Postal Life & Casualty, which 
writes accident and life business largely 
by mail. Mr. Jackson was an agent at 
Perry, Mo., before his appointment to 
the insurance department eight years 


CHICAGO 


BOND DRIVE PROGRESSES 


Marked progress has been shown in 
the Chicago defense bond payroll allot- 
ment drive which is being conducted by 
life insurance men in Chicago. A special 
luncheon to check progress during the 
first three weeks was called by George 
Huth, general agent Provident Mutual 
Life, and E. R. Seese, divisional man- 
ager Metropolitan Life, co-chairmen of 
the drive. John G. Gallagher, deputy 
defense bond administrator, was on hand 
to answer questions on various situa- 
tions. The Chicago group is contacting 
470 plants hiring 500,000 employes to 
get employers to establish voluntary 
payroll allotment plans for defense bond 
putchases. At the meeting all of the 
captains presented written and oral re- 
ports on the work of their teams. The 
necessity for following through on the 
initial sale was emphasized. Several 
suggestions for getting the employer to 
agree to establish the plan and methods 
of actually putting the plan into effect 
were presented. 














WRITES $2,000,000 IN THREE DAYS 


More than $2,000,000 of business was 
written by the Bruce Parsons general 
agency of Mutual Benefit Life in Chi- 
cago in the three days, Nov. 22, 24-25. 
Much of it was due to Mutual Benefit 
being about to increase the rates on cer- 
tain single premium forms. Nearly 
every agent scored. 





RENO QUALIFIERS ELECT 


The annual meeting of the 29 Club, an 
Organization within the ranks of the 


R. R. Reno agency of Equitable Society 
in Chicago, will have its annual meeting 
at a luncheon at the Lake Shore Ath- 
letic Club, Saturday. Membership in 
the club depends on _ qualification 
through production and about 34 have 
qualified for the ‘Saturday luncheon. 
New officers will be elected. Thomas 
W. Burton is now president and E. O. 
Johnson is secretary. 





WILLIS GOES WITH JAMES & CO. 


_John Willis has joined the life and ac- 
cident department of Fred S. James & 
Co. at Chicago. He has been with Can- 
ada Life in Chicago, dividing his time 
between personal production and super- 
visory work. He is a graduate of Mor- 
gan Military Academy and attended 
Morgan Park Junior College. He will 
devote his time to service work with full- 
time life agents and brokers. 





INSURANCE COLUMN IN “SUN” 


The Chicago “Sun,” the new morning 
newspaper which is making its first ap- 
pearance Thursday of this week, will 
contain an insurance column in its Sun- 
day edition. The material will be sup- 
plied by Harold W. Flitcraft, who is ed- 
itor of the “Life Insurance Courant” of 
Oak Park, Ill. Mr. Flitcraft states that 
the copy will be designed +~ catch the 
eye of the public more particularly than 
that of the trade. 


NEW YORK 


“WEEKLY UNDERWRITER” MOVES 


The “Weekly Underwriter” is now in- 
stalled in new offices at 116 John street, 
New York. It moved from 80 Maiden 
Lane, where it had been located 30 
years. Prior to that the “Weekly Un- 
derwriter” had been located at 58 Wil- 
liam street. 














LEYENDECKER-SCHNUR MOVE 


The Leyendecker-Schnur agency of 
Guardian Life in New York expects to 
be in new and larger quarters at 84 
William street before Christmas time. 
The agency has enjoyed a_ rapid 
growth since its organization in 1934 
by Clarence N. Leyendecker and Jerome 
A. Schnur, and it is now Guardian’s 
leading agency. It has special facilities 
for brokers and the move will facilitate 
this service, since the new office is in 
the heart of the brokerage district and 
it has been planned with this thought 
in mind. R. L. Spaulder is assistant to 
the managers. 





KNIGHT AGENCY AHEAD 

The Charles B. Knight agency of 
Union Central in New York City paid 
for $1,940,868 in November as against 
$1,282,542 for November, 1940. For the 
first 11 months total paid business was 
$17,540,560 as against $14,706,351. 


COMMISSIONERS’ MEETING 


A. N. Butler, Corroon & Reynolds, 
chairman of the general arrangements 








UNUSUAL 


rate Grade A Excellent. 





FOR SUPERVISOR 


One of the strong Mid-West life insurance companies, writing 
both par and non-par, has opening for supervisor. 

Applicant must have excellent record as personal producer; 
must have no objection to travelling. 
working with and closing business for agents and agencies already 
established. Recruiting ability not essential, but sales ability must 


Salary to begin $4,000.00 and expenses. 
All replies will be held confidential. 


Reply Box O-73, National Underwriter 
175 W. Jackson Blvd., Chicago, IIl. 


OPENING 


Duties primarily involve 


Car furnished. 








committee for the mid-year meeting of 
the National Association of Insurance 
Commissioners next week in New York 
expects a large attendance at the lunch- 
eon Monday when A. P. Sloan, head of 
the General Motors, will be the speaker. 
It will be held in the grand ballroom 
of the Hotel Pennsylvania which is 
larger than the quarters the gathering 
occupied in 1940 when Mayor LaGuardia 
spoke. The Equitable Society will en- 
tertain the commissioners at a luncheon 
next Tuesday. 





RAMSAY TO ADDRESS WOMEN 


John A. Ramsay, general agent of 
Connecticut Mutual in Newark, will be 
the speaker at the next meeting of the 
League of Life Insurance Women, 4:15 
p.m, Dec. 9 at the Architectural League 
Club, 115 East 40th street, New York 
City. Mr. Ramsay will speak on “1942 
and You.” Mr. Ramsay has a notable 
record of personal production and 
agency development. He is president of 
the Northern New Jersey General 
Agents & Managers Association and 
vice-president of the Northern New 
Jersey Life Underwriters Association. 








We either go forward or backward. 
The road forward is uphill and hard to 
travel—but the higher the hill the finer 
the view! 








Full Panel for Recruiting 
Seminar in N. Y. Dec. 10 


NEW YORK—For the seminar on 
recruiting, 2:15-4:30 p. m., Dec. 10, at 
the Waldorf-Astoria, second in the 
series of supervisors’ seminars sponsored 
by the Life Managers and Life Under- 
writers Associations of New York City, 
Chairman A. V. Youngman, general 
agent Mutual Benefit Life, will have 
the following panel, all of whom are 
general agents or managers except as 
indicated: K. A. Luther, Aetna Life; 
H. A. Schmidt, New England Mutual; 
Wheeler King, supervisor New England; 
H. N. Kuesel, Phoenix Mutual; J. A. 
Schnur, Guardian; Harry Gardiner, 
John Hancock; Osborne Bethea, Penn 
Mutual; R. G. Engelsman, Penn Mu- 
tual; A. J. Johannsen, Northwestern 
Mutual Life; A. H. Jones, Mutual; G. P. 
Shoemaker, Provident Mutual; L. W. 
Sechtman, associate general agent Aetna 
Life; B. D. Salinger, Mutual Benefit 
Life; R. E, Larkin, Connecticut General; 
T. W. Foley, State Mutual, W. C. Smerl- 
ing, assistant general agent Berkshire, 
and Harold Taylor, Mutual. The semi- 
nar is open to supervisors, managers, 
general agents. 


Diamond Life Bulletins increase sales. 
Write 420 E. Fourth St., Cincinnati. 
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LIFE AGENCY CHANGES 





Veteran Heads of 
Agencies Retiring 


Two veteran general agents of Mutual 
Benefit Life are retiring. William R. 
Wilkerson, Denver, who has been with 
the company nearly 39 years, will be 
mustered out Jan. 1, and Percy L. Pot- 
ter, Des Moines, who has been with the 
company nearly 30 years, quit his man- 
agement activities this week. Both will 
continue associated with the company, 
devoting some time to personal produc- 
tion, 

Mr. Wilkerson, born in 1875 at Purdy, 
Tenn., taught school in Grayson county, 
Texas, 1899-1904. He began as a part- 
time agent of Mutual Benefit in 1903 at 
Whitesboro, Tex. In 1916 he was ap- 
pointed general agent at Boise, Ida., and 
in 1924 general agent at Denver. The 
Denver agency’s business in force in- 
creased under him from $14,000,000 to 
more than $21,000,000. He is a past- 
president Idaho Life Underwriters As- 
sociation and was active on the Denver 
association legislative committee for 15 
years. He has been prominent in the 
Colorado life underwriters and man- 
agers associations. 

Edward C. Hawes, field service man- 
ager, will be in charge of the Denver 
agency pending appointment of Mr. 
Wilkerson’s successor. 

Mr. Potter, a graduate of University 
of Michigan, practiced law before en- 
tering life insurance. He joined Mutual 
Benefit in 1912 as agent in Ann Arbor, 
Mich., and was one of the leading pro- 
ducers when he was appointed Des 
Moines general agent in 1921. His 
agency has shown a remarkably high 
persistency of business. 

John H. Leaver, field service man- 
ager, will be in charge of the Des 
Moines agency pending appointment of 
Mr. Potter’s successor. 





Pan-American Names Mel 
Hall in Oklahoma City 


Pan-American Life has appointed Mel 
Hall as general agent at Oklahoma City. 
A graduate of the University of Ne- 
braska, Mr. Hall entered the life insur- 
ance business in 1931 and during this 





In New Post 








MAX SCHWABE: 


Max Schwabe, who has been ap- 
pointed general agent in Columbia, Mo., 
for General American Life, has been 
continuously engaged in life. insurance 
work since leaving school. He is vice- 
president of the Columbia Association 
of Life Underwriters. 


period he established a splendid record. 
He is active in the Rainbow Division 
of the U. S. Veterans Association, hav- 
ing served as president and secretary- 
treasurer. 

Mr. Hall had been for 11 years with 
Equitable of Iowa in Oklahoma City. 
His appointment follows the resignation 
of A. U. Landrum, who had been gen- 
eral agent for Pan-American for several 
years. Mr. Landrum will continue as a 
personal producer for the company. 


Cawley Is John Hancock - 
Regional Manager on Coast 


The John Hancock Mutual Life has 
appointed Anthony J. Cawley, who has 
been district manager at San Francisco 
No. 1, as regional district manager of 
the west coast territory, succeeding R. B. 
Witham, who retired Dec. 1. 

Mr. Cawley, who has been with the 
company since 1920, has gone to Boston 
to confer with home office executives 
and will remain there several weeks, 
according to present plans. He started 
with the company as an agent in De- 
troit in 1920. In a short time he was 
sent to Dayton, O., as an assistant man- 
ager and in 1924 went to Flint, Mich. 
He also served as manager of a new 
office in Saginaw, Mich. and in 1926 
was sent to manage a branch in Chi- 
cago, from which city he was trans- 
ferred to San Francisco in 1927. He has 
been a director of the San Francisco 
Life Underwriters Association. 


Harold Stubbs Is Assigned 
to Worcester Office 


Harold Stubbs, for several years past 
a well known leader in the Equitable 
Society’s office of Carter agency in Bos- 
ton, has been made district manager of 
its office in Worcester, Mass. He will 
have his office at 734 State Mutual build- 
ing. Not only has he maintained a per- 
sistent record as a producer but he has 
been active in educational work in the 
life insurance field. He was one of those 
chosen by the home office to help in- 
troduce the estate analysis plan of 
Equitable and while on that mission 
went as far west as Denver. Also, he 
has conducted the life insurance course 
for the Massachusetts department of 
education, extension division. 








Hooper with Lawrence Agency 
Charles E. Hooper, formerly with the 

Newark agency of Massachusetts Mu- 

tual, has joined the Howard C. Lawr- 


ence agency of Lincoln National Life 
in Newark. He will do recruiting, 
training and supervising work. He has 
been in the business 20 years, first as 
personal producer, and from 1927 to 
1941 as a supervisor of the Newark 
agency of Massachusetts Mutual. He is 
a past president of the Life Underwrit- 
ers Association of Northern New Jer- 
sey. 








_Bill Dudley of the University of Vir- 
ginia, intercollegiate high scorer, is a 
son of James S. Dudley of Bluefield, 
W. Va., district manager of Home Life 
of New York. The New York “Sun” 





—— 
listed him this week on its All-America 
first team. It also gave considerable 
publicity to his remarkable foothajj 
record. His elder brother, James ¢ 
Dudley, Jr., is associated with his fathe 
in the agency. Another Home Life 
man, Ray Barbuti of the home offic. 
sales planning division, former Olympic 
track star and University of Syracuse 
halfback, acted as field judge in a num. 
ber of the big games. His track and 
football achievements were reviewed by 
Ted Husing in his broadcast of the 
Army-Notre Dame game. 








Diamond Life Bulletins increase Sales 
Write 420 E. Fourth St., Cincinnati. 
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Christmas 


A word so potent it brings visions—visions 
of a tiny Child, the Star and the three Shep- 
herds; of Santa Claus—the tangible evidence 
of the love and protection that should be the 
birthright of every child the world over; of a 
world lying peacefully beneath the stars, the 
sky clear, the lights twinkling. 


Christmas—with its visions, its promises—a 
torch for we Americans to carry into the dark- 
ened world, to bring back the birthright of little 


May our Christmas greetings, to one another 
and to all the world, give voice to the eternal 
hope of humanity everywhere — ‘peace on 
earth, goodwill toward men.’ 


PEOPLES LIFE INSURANCE CO. 


“The ‘Friendly Company” 


FRANKFORT 


INDIANA 





- MANUFACTURERS 


HIS Company is known as a firmly estab- 


lished and financially sound institution. 


Its 


representatives are chosen from men of high 


calibre. 


For fifty-four years these two factors have 
combined to bring about a consistent growth in 


business. 


INSURANCE IN FORCE, 60414 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 199 MILLION DOLLARS 


LIFE 


INSURANCE. COMPANY 


TORONTO, CANADA 
Extablished 1887 
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NEWS ABOUT 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 
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LIFE POLICIES 


Supplementing the “Unique Manual- 
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Home Life Is 
Making Change in 


Dividend Formula 


NEW YORK—Home Life of New 
York announces the adoption of a divi- 
dend scale applicable to its new set of 
policies which is being introduced Dec. 
90. Some of the factors are adjusted to 
meet current conditions. 

On some plans and durations the re- 
sult is an increase in policy dividends. 
On other plans and durations it is a de- 
crease. 

The interest assumption in the divi- 
dend formula has been reduced from 
334 percent to 314 percent. 

A reduction of the expense charge to 
be assessed against the expense portion 
of the premium results in a larger con- 
tribution from this element in the divi- 
dend formula. 

The increases are greatest with the 
policies of early duration and on life 
forms. The decreases are emphasized 
on investment forms and in the later 
years when substantial reserves have 
been accumulated. 

The interest factor allowed on funds 
on deposit, including funds left under 
settlement options and dividends on de- 
posit will be 3% percent. 

On policies issued prior to Dec. 20 
the only change is in the interest factor. 


Provident Mutual Life 
to Retain Dividend Scale 


_ Provident Mutual Life announces that 
it will continue the present scale of divi- 
dends to policyholders for next year. 


N. Y. Banks Keep ‘41 Scale 


_ NEW YORK—The New York sav- 
ings bank life insurance system will re- 
tain its present dividend scale through 
1942. No change in reserve basis, which 
would necessitate an increase in gross 
premiums, is contemplated. 

The announcement also stated that on 

Oct. 31, the system had $17,824,000 in 
force and that insurance is available from 
43 banks in New York state as against 
18 banks a year ago. 
_ The 1942 dividend on a $1,000 ordinary 
life policy issued at age 35 in 1941 will 
be $2.39. If the policy was issued in 
1940 the dividend will be $3.40 and if 
issued in 1939, the system’s first year, 
the 1942 dividend will be $4.01. 








Gilbert T. Stephenson, director of the 
trust research department of the Amer- 
ican Bankers Association graduate 
school of banking, discussed “Admin- 
istration of Trusts, Including Life In- 
surance,” at a dinner meeting of life in- 
surance leaders in Buffalo. 


NOW IN vu fy YEAR 


A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 
and home office staff. 


Prudential's Plan 
for Dividends 


The Prudential dividend schedule for 
1942 will show a slight decrease from 
the 1941 level. This schedule has been 
adopted for January and February but 
it makes no commitment for later in the 
year. It is possible that the directors 
will take action from time to time as 
national and international conditions 
direct. 

Because of the normal tendency of a: 
dividend scale to produce dividends in- 
creasing with duration, the actual divi- 
dend payable in many of the existing 
policies will be not less than the divi- 
dend paid in 1941. 

It must be borne in mind that this 
schedule applies to policies now in force 
and does not have any connection with 
the new premiums and contracts going 
into effect Jan. 1, 1942. 


Confederation Life Makes 
Increase in Annuity Rates 


The new annuity rates for the United 
States business of Confederation Life 
show an increase ranging from $165 at 
age 40 to $10 at age 85 for a life annuity 
$100 annually, no refund, on the life of a 
male. Correspondingly, for a female, the 
increase is $190 at age 40 and $62 at age 
85 This new rate schedule at sample 
ages is shown below. 

At the same time, the company with- 
drew its existing single premium life and 
endowment rates, planning, for the fu- 
ture, to quote rates on this type of busi- 
ness as the individual case arises. 

The company has announced the con- 
tinuation of the 1941 scale of dividends 
for 1942. A rate of 3%4 percent is to be 
paid on all funds left with the company 
except amounts on deposit to prepay 
premiums which are credited with 3 per- 











An anniversary in which we are striving to be 
worthy of continued leadership as one of America’s 
oldest and strongest life insurance companies. 























































































cent interest. 
Cost of Annuity of $100 Annually 
Male , c@—Female—\ 
: 10 20 10 20 
No Yrs. Yrs No Yrs. Yrs 
Re- Cer- Cer- Re- Cer- Cer- 
Age fund tain tain fund tain tain 
35 $2,497 $2,521 $2,592 $2,635 $2,660 $2,728 
40 2,296 2,327 2,418 2,456 2,486 2,557 
45 2,082 2,122 2,244 2,268 2,303 2,39 
50 1,849 1,901 2,068 2,057 2,099 2,216 
55 1,625 1,700 1,930 1,852 1,903 2,057 
60 1,398 1,506 1,819 1,628 1,695 1,910 
65 1,175 1,328 1,745 1,388 1,485 1,794 
70 959 1,175 1,705 1,141 1,288 1,723 
75 752 1,063 2rs S69 Eiat .j%- 
80 575 995 675 1,021 ee 
85 48 eae GEE ccee 








Mich. Department Detroit Office 


The Michigan department has opened 
a permanent branch office in Detroit with 
an investigator in charge, to handle in- 
vestigations of complaints in the metro- 
politan area. The office is in the David 
Stott building. 





OTHER DIVIDEND ANNOUNCEMENTS 








ompany—————_, 
Non- 
With- With- 
draw- draw- Div. 

N able able Accum. 

Name of Company 1942 Scale Pet. Pet. Pet. 
Copkers pO eee Same as 1941 3.5 3.5 3.5 
oo UNDUE, MEWRIED, . J cisic erredilinc sees Same as 1941 3.5 3.5 3.0 
Lonfederméiom, CAR: 2.5.0. ccccebeccce Incr. 10% 3.5 3.5 3.5 
ONMCCHIGUL GENEFAL ....6-cccccencs Same as 1941 3.25 3.25 3.25 
ontinental Assurance Same as 1941 3.0 3.5 3.5 
Gubire, a Bae Revised 3.0 3.5 3.5 
Tore National, Tex..... ame as 1941 es ee ee 
Le - Hancock \........ Same as 1941 3.5 3.5 3.0 
x ORME DR oo on ticie 0 0.0'6.440 5:06 Same as 1941 3.0 3.0 3.0 
Nonhattan po eee Same as 1941 3.5 3.5 4.0 
a ional Equity, Ark............... Same as 1941 3.5 3.5 3.5 
provident FY) ee Same as 1941 3.5 3.5 3.25 
FUGONCING TIPE. soc: ccc ccUincecccces Reduced Scale ne ee ee 
——e 


*Not applicable in Illinois. 
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AGENCY NEWS 





Advises the Average 
Agent to Stay Away 


from Pension Trust 


NEW YORK—tThe average agent 
was advised to stay away from the pen- 
sion trust field by A. J. Ostheimer, 3rd, 
million dollar producer for the North- 
western Mutual, Philadelphia, in an in- 
formal address before the New York 
C.L.U. chapter. He pointed out the 
problems in the field because of diffi- 
culties caused by taxation, company 
practices, and underwriting problems. 
No specific interpretation on the sub- 
ject has been made by the government 
as to what to do or what not to do 
and each case must stand on its own 
feet. Mr. Ostheimer feels too much 
emphasis has been placed on pension 
trusts from the tax standpoint. Per- 
sonally, he said, if an employer is not 
concerned over the social and economic 
problems of his employes, being inter- 
ested purely from a tax angle, he would 
have nothing to do with the case. 

An agent who has had no previous ex- 
perience with pension trusts reads a 
company bulletin on the subject and is 
apt to go out to sell a case, he stated. 
Mr. Ostheimef said he feels the field 
is a good one, but it needs careful and 
intelligent study. He was asked whether 
the spread of pension trusts would take 
away prospects from the average agent. 
If large amounts continue to be bought, 
Mr, Ostheimer said that it would be 
bound to have an effect on individual 
production, 


Tax Discussion in Los Angeles 


Joseph Brady, tax attorney, contributed 
the answers to a series of questions 
offered at the November luncheon of the 
Los Angeles C. L. U. chapter in a tax 
panel conducted by A. C. Duckett. Mem- 
bers of the chapter had contributed the 
questions in advance, and they covered 
a wide scope of taxation problems, 

The questions, totaling 19, were based 
on the Enright decision of the U. S. Su- 
preme Court and various phases of its 
application. 

It was reported that the chapter now 
has 36 candidates enrolled for Course A 
and 39 for Course D, the largest number 
the chapter ever has enrolled. Dr. Floyd 
Burchett again is instructing the classes. 





Cleveland Advanced Course 


CLEVELAND—The advanced under- 
writing course will start Jan. 15, under 
sponsorship of the Cleveland C.L.U. 
E. C. Weber, is general chairman; Frank 
Gold, is chairman of the enrollment com- 
mittee; and W. H. Smith is chairman 
of the faculty committee. 

The first of two sales seminars spon- 
sored by C.L.U., was held Dec. 1. Those 
in charge were Paul L. Field, National 
Life of Vermont; and D. E. Hansen, gen- 
eral agent Aetna Life. 

The second seminar meet will be held 
Dec. 8. W. H. Smith, general agent, 
Northwestern National; and John 
Lenhart, New England Mutual, will be 
in charge. 


Appel Indiana President 


Wilbur L. Appel, assistant manager 
Prudential, Indianapolis ordinary agency, 
was elected president of the Indiana 
C. L. U. chapter in a mail ballot. C. 
Fred Davis is retiring president. 

Vice-presidents are: Central, Robert 
I. Blakeman, Jr.; northern, Lowell T. 
Boyd, Kokomo; southern, Archie M. 
Koon, Bloomington; secretary-treasurer, 
Hilbert Rust. 


Pittsburgh Election Dec. 16 


The Pittsburgh C. L. U. chapter will 
elect officers Dec. 16. Dr. Asher Isaacs, 
associate professor of economics in the 
school of business administration, Uni- 
versity of Pittsurgh, will speak. 








Siegmund Agency Forges 
Ahead Under Walls 


E. G. Walls, Jr., this week completed 
his first year as agency manager of the 
Siegmund Agency of Connecticut Mu- 
tual Life, Los Angeles. Since Feb. Mr. 
Walls has been solely in charge of the 
agency due to Mr. Siegmund having 
been called to active duty as a lieuten- 
ant in the navy. Lieutenant Siegmund 
was in Los Angeles this week end re- 
viewing progress under Mr. Walls. At 
the end of the first 10 months, increase 
was 61 percent in paid-for life insurance 
and 59 percent in total life and annuities. 

The agency is extending its broker- 
age facilities, as of Nov. 1 having more 
than 104 percent increase in number of 
brokers over a year ago. 

During Mr. Siegmund’s absence in 
the service Mr, Walls has been carrying 
the agency’s objectives forward most 
successfully. He has substantially de- 
veloped the branch offices in Long 
Beach and Pasadena. Assisting Mr. 
Walls is R. S. Northington, brokerage 
supervisor, son of former Los Angeles 
General Agent S. S. Northington. 

Lieutenant Siegmund plans to spend 
a few days in the agency on leave late 
in January. 

A gain in paid-for business of 331-3 
percent was made in November over 
that month in 1940. 


Peoria Veterans Honored 


A 45-year service pin was presented 
R. O. Becker, retired general agent in 
Peoria, Ill, of Northwestern Mutual 
Life, and other field veterans were sim- 
ilarly honored at the agency’s fall meet- 
ing and banquet. Presentations were 
made by R. W. Emerson, assistant di- 
rector of agencies. Messages from other 
general agents and from Grant L. Hill, 
director of agencies, were read by C. R. 
Garrett, Peoria general agent. 

The Peoria agency in October had in- 
creased its business 45 percent over the 
same month last year. 





Copeland Sets Increase Record 


James H. Copeland of Davenport, gen- 
eral agent of Northwestern Mutual in 
southeastern Iowa, has completed a rec- 
ord of 18 months of consecutive in- 
creases in paid business. The agency 
shows an increase of 15 percent so far 
this year as compared with the same 
period last year 


CALLED TO SERVICE 


_ T. W. Du Bose, former district agent 
in his father’s general agency, F. W. 
Du Bose & Associates, of Old Line 
Life of America, Milwaukee, who en- 
tered the naval reserve last January, has 
been commissioned an ensign in naval 
aviation. On his return to Pensacola, 
Fla., after a brief stay in Milwaukee, he 
will be a flight instructor. 


_ RECORDS 


State Mutual Life—With a paid-for 
business gain of 14.89 percent in Novem- 
ber, it begins the final month with a 
quota which aims at making 1941 one of 
the biggest recent years. The company 
has now extended its record of gains, 21 
out of the last 22 months showing a 
paid-for increase over the same month of 
the preceding year. A number of these 
21 months are gains over gains. 

The George S. Lott agency, Dayton, 
O., which took first place in paid for in 
November, jumped from 23rd_ place 
to 13th place in a single month. The 
Chicago Caperton office, leader in Octo- 
ber, takes second for November and 
maintains its second position for 11 
months among all agencies. 




















"Tuts 1s the Veterans emblem worn by 
ONE OUT OF EVERY FIVE of our fieldmen—members of 
the Veterans Club. They have represented the Com- 


pany 20 years or more. 





Two OUT OF EVERY FIVE of our fieldmen 


have been with the Company 10 years or longer. 


Such loyalty speaks well for the future. 
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THE HOME LIFE INSURANCE COMPANY : 
OF: AMERICA | 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance, 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 


fo 64 next birthday. 
——_ 0 


A POLICY FOR EVERY PURSE AND PURPOSE 
OO 
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TREASURER 
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LEGAL RESERVE FRATERNALS 





President Gilroy 
of W. O. W. Dies 


Peter F. Gilroy, president of Wood- 
men of the World, Denver, died in St. 
Luke’s hospital there a few hours after 
he suffered a heart attack in his apart- 
ment in the Denver Athletic Club where 

















PETER F. GILROY 


he lived. Mr. Gilroy was 69 years of 
age and had headed the society for 13 
years. 

He had not been well the last year. 
However, he attended the annual conven- 
tion of the National Fraternal Congress 
at San Francisco in September and ap- 
peared to have made much improve- 
ment. 

He was past president of the National 

Fraternal Congress and of its Presi- 
dents’ Section, and had been active on a 
number of important committees. 
_ Mr, Gilroy, who had been in fraternal- 
ism for about 50 years, last year took 
part in the golden anniversary celebra- 
tion of the W. O. W. held in Denver. 


Started in Fire Insurance 


He was born at San Francisco April 
2, 1871. Mr. Gilroy’s education was se- 
cured there in public schools and in St. 
Mary’s College. After graduation he be- 
came a special agent and adjuster of the 
Home Fire Insurance Company of New 
York and Phoenix Fire of Hartford, at- 
tached to their joint Pacific Coast de- 
partment office in San Francisco. 

Subsequently he became a field super- 
visor for the W. O. W. of Denver more 
than 35 years ago. In this connection 
he had charge of the state. Later he be- 
came deputy president in charge of all 
field operations on the Pacific Coast. He 
was elected W. O. W. president in 1928 


when the headquarters were moved to 
Denver. : 

Mr. Gilroy had great prestige nation- 
ally. in fraternalism. He had broad views 
on the future of the institution and was 
a fluent speaker in its behalf. 

For many years he was a member of 
the Elks and throughout his career main- 
tained an active interest in numerous 
lodges and societies. 

Mr. Gilroy is survived by a son, Nor- 
man, of New York, who flew to Denver 
to attend the funerai services. 





Dinner in Chicago Honors 
Heaney as N. F. C. Head 


Thomas R. Heaney, high secretary of 
Catholic Order of Foresters, and presi- 
dent National Fraternal Congress, was 
honored at a dinner in Chicago Thurs- 
day sponsored by the Illinois Fraternal 
Congress and attended by about 300 
persons. This was the first public rec- 
ognition by Illinois fraternalists of Mr. 
Heaney’s elevation to head of the 
N. F. C. at the recent annual meeting 
in San Francisco. 

Walter C. Below, president Fidelity 
Life, Fulton, IIll., congress president, 


presided, and Thomas H. Cannon, high - 


chief ranger of C. O. F., was toastmas- 


ter. Russell H. Matthias, congress sec- — 


retary, was arrangements chairman, his 
committee including C. D. De Barry, 


field director of C. O. F., Mr. Below, ° 


Dr. James G. Magrath, medical director 
of €, ©... Fi; Me. Cannon, W..'E: 
Mooney, Chicago attorney and J. P. 
Stock, Illinois manager of Maccabees. 

Mr. Heaney was presented a hand- 
some chair for his home by the assem- 
blage, Mr. Below making the presenta- 
tion. Mrs. Heaney, who was present 
with her husband, accepted the gift. 

Talks were made by Mr. Below, 
Judges Frank H. Bicek and John Mc- 
Goorty of Chicago, F. F. Farrell, man- 
ager-executive secretary-treasurer, N. F. 
C., and O. E. Aleshire, president Mod- 
ern: Woodmen. Among distinguished 
guests attending were Judge T. J. Nor- 
moyle and J. S. Clark, Cook county as- 
sessor, 


Mrs. Miller of W. C. O. F. New 
Minnesota Congress Chief 


Mrs. Fannie Miller, Minneapolis, high 
vice-chief ranger of Women’s Catholic 
Order of Foresters, was elected presi- 
dent of the Minnesota Fraternal Con- 
gress at.the annual meeting in St. Paul. 
She is high trustee of W. C. O. F. and 
in charge of field operations in Minne- 
sota. Mrs. Miller succeeds G. S. Fran- 
cis, A. O. U. W. of Minnesota, who pre- 
sided. 

Other officers elected are: First vice- 
president, W. K. Blewett, Maccabees; 
second vice-president, Mrs. Edna Du- 
gan, Degree of Honor; secretary-treas- 
urer, Mrs. Luella Ives, Royal Neigh- 











ONE 


OF THE MANY 
GREAT FRATERNALS 


Arm ASSOCIATION for LUTHERANS 


APPLETON, WISCONSIN 














Life Insurance PLUS 


It made an amusing little story 
for the city-dwellers to read over 
their morning coffee—but it spelled 
tragedy for the doctor and his rela- 
tives. Judged hopelessly insane, the 
unfortunate: doctor was sent to an 
institution. His family, as with 
most families of doctors, was left 
without income. 


But that particular doctor had 
recognized the vulnerable position 
of a doctor’s dependents. He had 
safeguarded his family against the 
possibility that some day he might 
become unable to pursue his pro- 
fession. A Maccabees $25,000 20 
Pay Life certificate with Income 
Disability was his bulwark against 
misfortune. Today, and as long as 
the doctor continues to be totally 
disabled by his illness, his family 
receives $250 each month and the 
rates will be waived. 


That particular Income Disability 
feature is one which makes the job 


of Maccabees field men easier. They 


‘know that. The Maccabees is one 

of the few insurance institutions in 
the United States and Canada 
which issues Income Disability— 
and that it stands almost alone in 
that it pays $10 per month per 
thousand. 
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All names used are fictitious, but 
the case is an actual one taken from 
Maccabees files. 
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YEARS OF 
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Society 


Entering upon its fifty- 
ninth year, looks confi- 
dently to an ever-widening 
spread of fraternal life 
insurance service to the 
people of America in the 


years ahead. 





1883 
$620,000,000 
paid in benefits 
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bors, reelected. Members of the executive 
committee are: G. W. Francis, A. 
U. W.; Abbie Milner, Fidelity Life; J. 


M. Aretz, Catholic Aid; Jo Ruth 
Meagher, Equitable Reserve; W. G. 
Fischer, Lutheran Brotherhood; Mrs. 


Ruth Pierce, Woman’s Benefit; W. C. 
Jackson, Modern Woodmen. 
Minnesota’s old age assistance depart- 
ment is doing all it can to enable clients 
to maintain life insurance they own, 
even though they have to use relief 
funds for that purpose, Walter Finke, 
head of the department, stated in a 
talk. He said the department feels the 
self-respect of the aged people is worth 
more than the ‘cash value of their poli- 
cies. The life insurance when they die 
helps the family to meet cash needs 
which otherwise the state might be 
called upon to meet. It is the depart- 
ment’s settled policy to help old people 
maintain their life insurance in force. 
Mr. Finke also said that while the 
federal social security program is a good 
one in theory it is not working out as 





We'll Buy A 


Steak Dinner 


FOR THE MAN WHO CAN 
ANSWER THIS QUIZ: 


Are you a Lutheran? 

Do you know how to work? 

Do you want more income? 

. Can you sell insurance? 

. Would you be seriously interested in 
a connection with an_ organization 
whose policies and methods of pros- 
pect-contact offer outstanding advan- 
tages for real business production? 

6. Do you live in one of the 26 states in 
which we do business? (List on re- 
quest.) 

7. Are you interested enough to write? 


Oe ote 


The correct answers to this quiz are all 
“ves.” To the man who can thus answer 
them, and prove his correctness by his 
record and sincerity in writing us, we shall 
be glad to send full information about 
Lutheran Brotherhood, its contracts and 
opportunities . . . and we'll buy him the 
best steak dinner in town to celebrate the 
day he joins our growing Agency Force. 
Address your letter to 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance for Lutherans 
Herman L, Ekern, President 


608 Second Ave. So., Minneapolis, Minn. 








THE WOMAN'S BENEFIT ASSOCIATION 


Founded 189? 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 


Port Huron, Michigan 








expected for the reason that it covers 
only about half the people and leaves 
the other half to be taken care of in 
some other way. 

W. K. Blewett, Maccabees, read the 
address on “Writing New Business in 
Groups,” which John E. Little, Macca- 
bees actuary and field director, gave at 
the National Fraternal Congress meeting 
in San Francisco. Other speakers were 
Commissioner Johnson of Minnesota, 
T. R. Heaney, Chicago, who is N. 
F. C. president; Mrs. Althea Berglund, 
Independent Order of ‘Svithiod, on 
junior work, and Clarence Finger, in- 
vestment banker. Como lodge 95, De- 
gree of Honor, gave a patriotic drill 
with tableau, led by Mrs. Clara Ruff and 
Mrs, Clara Bender. 


Miss Mary Doyle Heads 
New England Congress 


BOSTON—Miss Mary M. Doyle, 
Cambridge, past supreme warden New 
England Order of Protection, was elect- 
ed president of the New England Fra- 
ternal Congress at its annual meeting 
here. She succeeds John O. Riggs, 
Somerville, past grand commander 
United ‘Order of Golden Cross. 

Other officers elected are: First vice- 
president, W. J. Mathieu, Association 
Canado Americaine, Manchester, N. H.; 
second vice-president, A. J. Lamourieux, 
L’Union St. Jean Baptiste, Pawtucket, 
R. I.; past president, J. O. Riggs; sec- 
retary-treasurer, C. C. Fearing, New 
England Order of Protection, Wey- 
mouth, Mass.; executive committee, 
Thomas R. P. Gibbs, Order of Scottish 
Clans; Mrs. Helene V. Sawyer, Degree 
of Honor, P.A.; J. M. Zerembski, Polish 
National Alliance; Euclide C. Paquette, 
Catholic Order ‘of Foresters; P. V. 
Erard, Society of Artisans; A. ‘W. Frye, 
Maccabees. 

A recommendation of President 
T. R. Heaney of the National Fraternal 
Congress to divide the New England 
Congress into four zones, was adopted, 
and a resolution was sent the Order of 
Scottish Clans in honor of dedication 
of the “founders’ monument” unveiled 
in St. Louis. 

Jules Burns, representative of the 
Massachusetts civilian defense commit- 
tee, explained ways and means by which 
fraternals could help in national defense 
work. Commissioner Harrington was 
the principal speaker at banquet, dis- 
cussing the work of the insurance de- 
partment. Past President Riggs was 
toastmaster. 








Congresses Plan Meetings 

The Ohio Fraternal Congress will 
hold its annual meeting Dec. 5-6 in the 
Hotel Commodore Perry, Toledo. E. I. 


Nikodym of Cleveland is president and 
R. S. Cox of Millersburg, secretary. The 
Colorado-Wyoming congress will meet 
Dec. 15 in the Shirley-Plaza hotel, Den- 
ver. Miss Olga Sorensen of Denver is 
president and H. D. Landy of Denver, 
secretary. The Utah congress will hold 
a banquet in Salt Lake City Feb. 26. 





Continue Ben Hur Examination 


The convention examination of Ben 
Hur Life which is being conducted, will 
be continued at least until next July. The 
states participating are Indiana, Ohio, 
Missouri, California and Texas. A new 
set of officers was elected several weeks 
ago and it is intended the new admin- 
istration be given opportunity to demon- 
strate its ability. Thus the examination 
will not be completed until the showing 
as of July 1 is available. 


Dr. Beck Heads N. D. Congress 


Dr. Richard Beck, Sons of Norway, 
Grand Forks, N. D., was elected presi- 
dent of the North Dakota Fraternal 
Congress at the annual meeting in 
Fargo. He succeeds Mrs. Margaret Hall, 
Woman’s Benefit, Fargo. Other new 
officers are: First vice-president, Mrs. 
Hannah Harris, Degree of Honor, 
Fargo; second vice-president, Robert E. 
Burns, Maccabees, Fargo; secretary- 
treasurer, Cora Newman, A. O. U. W. 
of North Dakota. 








American Savings Control 
Goes to T. P. Beasley 





(CONTINUED FROM PAGE 1) 


and its monthly production of new busi- 
ness has in the past several months 
averaged more than $1,250,000. 

American Savings Life, as of Dec. 31, 
1940, had assets amounting to $2,480,- 
698, policy reserves $1,804,604, capital 
$200,000, net surplus $54,289, and insur- 
ance in force $13,784,443. At the pres- 
ent time F. P. Sizer, Jr., is president, 
J. T. Mayall, vice-president, and K. W. 
Wood, secretary. 

“Combined figures of these two com- 
panies now places under the wing of 
Mr. Beasley approximately $50,000,000 
of insurance in force, and $7,000,000 in 
assets. 

Mr. Beasley’s offer was $120,000 cash 
for the 60,000 shares of American Sav- 
ings Life held by the syndicate. Mr. 
Duboc offered to buy 35,000 shares im- 
mediately and to take an option on | the 
balance. 

Mr. Duboc also offered $2 a pars for 
the stock. Hearing for objections or 
confirmation of the sale has been set for 
Dec. 12. 
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A Pure Protection —Ordinary or 
Whole Life policy without secondary 
banking or Cash Value features. 


Low net renewal cost. 
—_—__——_——_——_ 





Our limited pay policies permit 
the withdrawal of Cesh Values 


Without cancelling policy 
eacOQsce 
Without note, interest or reducing policy 
We pay the Beneficiary 
Face of Policy +- Cash Value +- Dividends 
—_————_ 






Many other new features 
that appeal to thinking people 
ee 


34 YEARS 
Dependable service to policyholders, 
The sun never sets on an unpaid claim 
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Commiatons that will interest any 





Interstate Reserve 
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TEN EAST PEARSON STREET, CHICAGO 
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E. S. ASHBROOK 
President 


Are You Willing to WORK for a Company Which Is Willing to WORK with You? 





JOHN H. MeNAMARA 
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NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 
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YOUR OWN AGENCY, OR 
BOOST YOUR INCOME 


8g 

Hones How: 

e 
The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
a group of select and salable poli- 
cies—diversified policies—Life, Acci- 
dent and Health. 


Or, you can boost your present in- 
come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
as well as renewals. Your commis- 
sions will be most liberal, supple- 
mented by prompt claim service. 


HFer< contract and territory in Wis- 

consin, IIlnois, Minnesota, Michi- 
gan or address Agency 
Manager. 


Indiana, 


® ACCIDENT 
HEALTH # 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 


LIFE 
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CENTRAL LIFE of ILLINOIS 









... A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


* 
INVESTIGATE 
TODAY! 


LentralLite 


INSURANCE COMPANY 


of Illinois 


ALFRED MacARTHUR, PRESIDENT 
211 WEST WACKER DRIVE, CHICAGO 
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What Should an Agent Do 
Under Certain Conditions? 


By THOMAS E. BERRY 
Hillsboro, O. 


Someone has well said that you never 
learn the life insurance business. There 
is always something new to learn, and 
you are confronted with new situations, 
so that it is sometimes hard to decide 
what to do. é 

What would you do, if you met a 
prospect on the street, who was about 
to take out a policy with you, and you 
were both in view of some competitors? 
I pass him just as fast as I can walk. 
I don’t know of any better way to make 
a case competitive than to stop and talk 
with him. 

I met a very good prospect on the 
street several years ago. He wasn’t 
really a prospect. He was more than 
that. I had just filled out an order for 
$5,000 for his boy, and he was to be 
examined just after dinner. This man 
wanted to talk a little more about the 
policy he had just bought for his boy, 
and we talked about it, there on the 
street. Within an hour, another agent 
was trying to sell him. He didn’t do it, 
but I had to sell that policy all over 
again, 


Met at Prominent Place 


Several months later I saw another 
prospect approaching and we couldn't 
help meeting at a prominent place in 
town, where we could be seen by at 
least three agents of other companies. 
I at first decided to cut across the 
street but he saw me about the same 
time I saw him, so I couldn’t escape 
that way. I just passed him, I expect, 
“forty miles an hour,” or at least as 
fast as I could walk. I spoke to him 
as we passed and he stopped, but I 
didn’t see this and hurried on. 

When I called at his home a few days 
later and wrote his policy for $5,000 
with a premium of $274.10 he said, “You 
were surely in a hurry when I saw you 
in town a few days ago.” 

“Yes, I was,” I replied “You've got 
to get a move on yourself in this busi- 
ness, just as a good farmer does at 
harvest time.’ You see I was talking 
to him in his own language. One must 
learn to do that in the life insurance 
business, 


Prospect and His Family 


What would you do if you had made 
a long drive and your prospect was not 
at home, but his family was? I used 
to go on to the next prospect on my 
list, but I never do that any more. I 
tell the wife my business and explain 
the policy to her, and show her what 
it means to her and to her fine family. 

If she offers to tell her husband all 
about it, and then let me know what 
they have decided to do, I say, “You 
might explain it to him, and give him 
this circular that tells more about it, and 
sometime when I am in the community 
I'll call and answer any questions you 
may have to ask me.” 

The agent must sell the policy and he 
should always keep the next move in 
his control. He must do this if he ex- 
pects to do much business. Of course 
he should have the wife on his side, but 
he must not expect her to make the sale. 
If she isn’t on his side, nine times out of 
ten it won’t be made. 

_ What would you do if a father ob- 
jected to a policy you were trying to 
sell his boy? In most cases, I sell the 
father on the policy first and then sell 
the boy. I have a boy, and like most 
fathers who have boys under age, and 





still at home, I want to know what he 
is buying. Just put yourself in the place 
of the boy’s father and you will have 
the right attitude toward the sale and 
you will do the right thing. 


One Exception Is Noted 


I had one exception to this. A boy’s 
mother wanted her son to have a $5,000 
policy with the total disability clause on 
it, but the father objected. He was 
mean and unreasonable about it, and I 
got angry and stubborn myself (deter- 
mined I expect is a better word. Mrs. 
Berry says I am stubborn at times, but 
I say that I am determined). Anyway 
I was determined to make that sale, 
and I came back to the house after the 
father had gone to the farm, and went 
over the policy again with the boy and 
his mother. “You order the policy,” 
the mother said, and I ordered it. It 
stayed on the books and it is in good 
standing today. 

About two years after this policy was 
written, this fine young man got a total 
disability as a result of an accident. 
Then who do you suppose came to see 
me? The boy and his father; and the 
father was big enough to apologize to 
me and to admit that he was wrong. 
The young man recovered and is in good 
health today. The total disability checks 
were of great help to him, and to his 
family in getting the surgical attention 
and the medical care that he needed to 
get well. 


Objection by the Wife 


What would you do, if the wife ob- 
jected about the time you were ready 
to close? I had this on a case I closed 
this month. I used to lose most cases 
of this kind but I sell most of them 
now. Here is the secret. Talk death 
to her. Picture her husband seriously 
ill, and the struggle she would make to 
win a losing fight for his life. “You'd 
spend your last dollar to save John, if 
he were seriously ill, wouldn’t you?” 
I point out. Then I paint her a picture 
of the funeral and the return to the 
home and the family so lonesome that 
they have to stop the clock. Then the 
bills—doctor bills, hospital bills, nurses 
bills, grocery bills, etc—so many bills, 
and no ready money to pay them. 

“Now if I would come into your home 
at a time like that with a check for 
$2,500 you’d take it, wouldn’t you? You 
see what I mean, don’t you?” She does, 
and you can begin right then to fill out 
the application. I have done this many 
times and those policies renew year 
after year. They are sold to both sides 
of the house and for a definite purpose. 


Women May Make Wrong Decisions 


I just want to add that women are 
as intelligent as men, and even more so; 
but they make the wrong decision about 
a life insurance estate because they don’t 
realize how much it would be needed, 
if the home is broken and they are com- 
pelled to go on alone and keep the 
family together. 

Then the average woman doesn’t 
realize how much it costs to live. We 
men shield and protect our wives, as we 
should, but they should know the value 
of a life insurance estate for the family, 
as a savings plan, and as an anchor 
against the storm if the home is broken. 

When the wife objects, I can some- 
times get past her objection by saying, 
“Wives sometimes object to our service, 
but the widows never do.” If this isn’t 
sufficient, I proceed as explained, and 
I get results. I’ll dare you to try it on 
your next case, where the wife objects. 


Suggested Answer 
to Prospects on 
Fear of Inflation 


Asa V. Call, executive vice-president 
Pacific Mutual Life, in a talk before 
the Los Angeles Life Underwriters As- 
sociation gave an answer to the fear of 
inflation that is expressed by prospects 
when approached for life insurance. 

Nobody can deny that to some de- 
gree inflation is now here, and more of 
it will occur, Mr. Call stated. However, 
he expressed the belief that the prob- 
lem will be met and inflation will be 
limited. To those who meet sales re- 
sistance from prospective buyers who 
are fearful that inflation will destroy or 
seriously affect the returns under policy 
provisions, Mr. Call suggested the fol- 
lowing answer: First, no individual is 
smart enough to guess just what form 
or to what extent inflation of the type 
that scares him may take. An insurance 
company with its opportunity for di- 
versification of investment and with its 
ability to secure the best economic and 
financial brains in this land, is much 
better qualified to solve this problem 
than the ordinary man. This country 
has and will go through periods of in- 
flation and deflation such as during the 
last 15 years. It is more than likely 
that the policies which are sold today 
will not come due for five, 10, 15 or 20 
years and by that time the present in- 
flation era will be over and the deflation 
period returned so that policy returns 
= buy much more than they will to- 

ay. 





Ready for Action 
on Defense Bonds 


The life underwriters’ committee for 
national defense savings, organized to 
direct the participation of the members 
of the National Association of Life Un- 
derwriters in the defense bond sales 
movement, has completed its prelimin- 
ary setup and has already begun to go 
into action, it is announced by William 
H. Andrews, Jr., Jefferson Standard, 
Greensboro, chairman, and Ralph G. 
Engelsman, Penn Mutual, New York, 
director of sales. 

In the first month of the association’s 
effort nearly 3,000,000 employes in more 
than 2,000 firms have been approached 
by the 3,000 volunteers who are actively 
at work in the field. The amount of 
defense bonds and stamps sold through 
the efforts of underwriters throughout 
the United States, working jointly with 
state and local administrators, has 
passed the $3,000,000 mark. 

Ten members of the defense savings 
committee have been appointed under 
Mr. Andrews and Mr. Engelsman, each 
to be responsible for several states in 
his territory. These members are: 
Glenn B. Dorr, Northwestern Mutual, 
Hartford; Clifford H. Orr, National 
Life of Vermont, Philadelphia; Alvin T. 
Haley, Massachusetts Mutual, Greens- 
boro; Judd C. Benson, Union Central, 
Cincinnati; H. Martin Nunnelley, 
Massachusetts Mutual, Birmingham; O. 


Sam Cummings, Kansas City Life, 
Dallas; L. Mortimer Buckley, New 
England Mutual, Chicago; Karl W. 


Kleifgen, Metropolitan, St. Paul; John 
J. Phillips, Mutual Benefit, Portland, 
Ore., and H. Kenneth Cassidy, Pacific 
Mutual, San Francisco. 

Chairmen for each state have been 
appointed as well as chairmen for each 
local association. The volunteers are 
aiming primarily to develop payroll 
allotment plans through business and 
industrial organizations. The agents’ 


50 Years 

















WILLIAM E. ANDERSON 


William E. Anderson, a member of 
the St. Louis agency of Phoenix Mu- 
tual Life is completing 50 years of con- 
tinuous service with that company Fri- 
day. This outstanding record gives 
Mr. Anderson the distinction of being 
the dean of all employes on the active 
list of Phoenix Mutual, both home office 
and field. His association covers more 
than half the 90-year history of the 
company. 

Mr. Anderson has won many high 
field honors including membership in 
the Quarter Million Club and the Presi- 
dent’s Field Staff. He also has received 
recognition for the high quality of serv- 
ice and the excellent persistency of the 
business he has placed. 

Mr. Anderson is prominent in civic 
and life insurance circles, and is a past 
president of the St. Louis Life Under- 
writers Association. 








work will consist chiefly in setting up 
regular periodic deposit plans through 
employe groups, rather than the stimu- 
lation of one-time cash purchases, a 
service which the National Association 
rendered the nation in the days of the 
former war. 

Thus far less than half the state and 
local committees are in actual selling 
action. The National association effort 
can move only as fast as the Treasury 
Department’s defense savings staffs— 
headed by Gale F. Johnston, trustee of 
the National association and now field 
director of the staffs in Washington— 
are organized in states and communi- 
ties. And since the big job of the gov- 
ernment in putting these staffs into 
thorough working order takes time, it 
has proved impractical for association 
members to start their selling work in 

1y states where government organi- 
mn is not yet complete. 

. dllowing appointment of a local un- 
derwriter chairman, pledge cards are 
asked from members who wish to vol- 
unteer. Then the names of all firms 
where payroll allotment plans might be 
installed are secured from the local ad- 
ministrator. After each local vounteer 
has passed a training course in methods 
of marketing the bonds and stamps, the 
firms are divided up equaly among the 
salesmen and each is visited. 





Walter Cluff, director of the educa- 
tional department of Kansas City Life, 
who has been sick for some time, is still 
confined to bed and there is little pros- 
pect of his getting back to work soon, 
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is $9,180 and $20,000 respectively; group 
2 agent $160 and $5,420 and group 3 
minus $930 and minus $450 

Only individually trained agents can 
properly evaluate medical, moral and 
family history factors. The agent today 
is really becoming a life underwriter 
because the most important part of cur- 
rent underwriting problems has to do 
with the quality of the business and the 
factors surrounding the applicant’s past, 
present and future occupation and his 
ability to keep the policy in force. The 
agent who writes the case is closest to 
this vital information. The multitude of 
changes in occupations has made it very 
difficult for the companies to determine 
whether men who have changed from 
hazardous to non-hazardous jobs will 
permanently keep away from their for- 
mer occupations. 

Companies that enjoy a good mor- 
tality record along with a low ratio of 
declination and rate-ups should give 
credit to their agency force equal to that 
of the underwriting department. Fac- 
tory workers’ income has_ increased 
faster than living expenses and _ life 
underwriters must be careful not to over 
insure such persons and grant them too 
much total disability income insurance. 
Agents can speed up the issuance of 
business if they will get more informa- 
tion on the applicant’s previous ad- 
dresses and occupations. Inspection of 
risks is taking more time now and cost- 
ing more money because so many appli- 
cants have moved as well as changed 
their jobs and their previous records 
sometimes have to be checked in other 
parts of the country. 


Must Maintain Mortality Savings 


In face of the lower interest yield on 
investments the margin of safety nar- 
rows and it becomes increasingly im- 
portant to the agent and his policyholder 
that mortality savings be maintained. 

Agents are particularly fortunate to be 
serving an institution which is not only 
unaffected by priorities or shortages, 
but which offers the chance to help 
those who are benefitting by the defense 
program by maintaining the stability of 
homes and counteracting the inflation- 
ary tendency of prosperity. 

In the last war conscription forced 
life insurance into the best business it 
had ever had, prospects slightly older, 
larger applications, better settlements 
and business that stayed in force longer. 
Mr. Lacy predicted that the present 
situation will produce similar experience. 

Preceding the addresses, J. H. Gar- 
retson, southern California manager 
Fidelity Mutual Life, was presented with 
the National Association of Life Under- 
writers’ certificate for having his agency 
100 percent association members. 

Chairman A. C. Duckett of the mem- 
bership committee introduced 59 new 
members. This addition brings the total 
membership up to a new all time high 
of 668. 





Harry Lucas K. C. Speaker 

Speaker at the meeting Friday of the 
Kansas City Life Underwriters Asso- 
ciation will be Harry Lucas, a district 
manager at Kansas City for Metro- 
politan Life. 
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do through savings bank life insurance, 
which is not open to commercial banks. 

While only a simon-pure mutual sav- 
ings bank can use the words “savings” 
in its title in New York state practic- 
ally all commercial banks have what 
most other states would permit them 
to designate as savings departments, as 
they pay interest on deposits and are 
savings departments in everything ex- 
cept name. Usually they are called 
compound interest departments or some- 
thing similar. They account for a large 
share of the savings type of deposits 
among the banks of New York state. 

Because of the keen competition be- 
tween these compound interest depart- 
ments and the savings banks there might 
be a tendency of the commercial banks 
to become life agents as an offset to 
savings bank life insurance. Conse- 
quently commercial bankers who may 
feel that their compound interest de- 
partments are adversely affected by. sav- 
ings bank life insurance may be ex- 
pected to watch Franklin Square’s ex- 
periment with keen interest. 





Cashiers Hear Supervisor 


The Cleveland Life Insurance Cash- 
iers & Office Managers heard George 
Plante, John Hancock, President . of 
the supervisors group, talk on the 
part played by cashiers and office man- 
agers in agency morale. 





Ussery Made Agency Director 


Paul W. Ussery, Clarksville, Tex., has 
been elected vice-president and agency 
director of Fidelity Union Life of 
Dallas. Mr. Ussery, who has been with 
the company eight years, has been 
agency supervisor in northeast Texas 
since 1939. He will move to Dallas 
Jan. 1. 





Roland S. Haradon, assistant to Vice- 
president E. E, Cammack in the actuarial 
department, observed his twenty-fifth an- 
niversary with Aetna Life Dec. 1. He 
graduated from Amherst College and 
was in other lines of business before 
joining Aetna Life in the group depart- 
ment. Except for his first three months 
with the company, Mr. Haradon has 
spent his entire time in the actuarial de- 
partment. He is an associate member of 
the Actuarial Society of America. 


Security Mutual Reinsures 
Insurance Clerks Association 


NEW YORK—With the approval of 
its policyholders and sanction of the de- 
partment the entire business of the In- 
surance Clerks Mutual Benefit Associa- 
tion, aproximately $2,500,000, has been 
reinsured by Security Mutual Life of 
Binghamton, N. The office of the 
association at 75 Maiden Lane, New 
York, will continue as a sales organiza- 
tion of Security Mutual, with H. N. Kel- 
sey, president, in charge. 

The Insurance Clerks Mutual Benefit 
Association was formed in 1872 to insure 
fire and casualty insurance employes. At 
the close of 1940 its net surplus was 10.75 
percent of assets while the ratio of assets 
to liabilities was 112.04 percent. Recog- 
nizing the difficulties encountered by a 
small organization in seeking to build up 
a substantial life business, directors of 
the association over a year ago author- 
ized its reinsurance if a plan could be 
obtained as favorable to policyholders as 
~ under which they were already cov- 
ered. 

H. N. Kelsey, who became president 
of the association upon the death of Ben- 
nett Ellison four years ago, was formerly 
United States manaer of London & 
Scottish and is a member of the famous 
Kelsey family of Indiana. 





Mo. State Group Holding 
Mid-Year Rally in Moberly 


The program of the mid-year meeting 
of the Missouri Association of Life 
Underwriters at Moberly Dec. 5-6 fea- 
tures reports of various committees Fri- 
day afternoon. Frank Vesser, Reliance 
Life, St, Louis, will lead a ‘discussion 
of membership and President Prewitt B. 
Turner, Home Life, Kansas City, one 
on local association problems. A good 
fellowship dinner closes Friday’s ses- 
sions. 

Mr. Turner will give his report Satur- 
day morning, and the new Moberly asso- 
ciation will be welcomed into the state 
organization. Speakers on the sales 
clinic program at this session include 
Arthur D. Lynn, general agent Massa- 
chusetts Mutual, Kansas City, “Whom 
Shall We Motivate,” and G. L. Maltby, 
Equitable of Iowa, Kansas City, Kan., 
“Let’s Sell ’Em Life Insurance.” 





Order revised edition of “Life Insur- 
ance and Federal Tax Laws,” prepared 
by Diamond Life Bulletins. 50c a copy. 
National Underwriter, 175 Jackson 
Blvd., Chicago. ® 
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Barrett N. Coates 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


CALIFORNIA 
Carl E. Herfurth 








ILLINOIS 
DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


160 North La Salle Street, Chicago, Illinois 
Tel. State 1336 





























WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 








HARRY S. TRESSEL 


Certified Public Accountant and 


Actuary 
10 S. La Salle St, Chicago 
. Oe A Franklin 40 
N 4 Mocovsie, Ph. D. - 


L. J. Lal 








INDIANA 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 











HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 
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Contains 5 visual jackets 
and program car 


Sample Wallet $1.65 prepaid. . 














‘“‘They’ve Gone Over 


BIG” 


say many leading under- 
writers about Modern’s 
Zipper Visual Wallet. 
Combining clarity and a 
vital selling principle — 
This unique policy wallet 
carries Real Sales Wal- 
lop! Order today. 

sell more insurance to- 
morrow. Made of finest 
quality simulated leather 
—choice of tan pigskin 
grain or black levant. 





Please specify color. 


SPECIAL OFFER 
ONE WALLET FREE 


12. wallets 





with purchase of 
@ $1.50 each. 
This offer expires Jan. 15, 1942 











Write for circular listing 
other wallets. 


All prices FOB Chicago 


MODERN SALES AIDS 
189 W. Madison St., Chicago 








CARROLL E. NELSON 


Consulting Actuary 


915 Olive Street, Saint Louis 
Central 3126 
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Established fn 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert O. Holran 
8 West 40th Street New York City 











Consulting Actuaries 
Auditors and Accountants 


S. H. and Lee J. Wolfe 


Lee J. Woife 
William M. Corcoran 
Joseph inte 
11¢ John Street, New York, N. 








PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 

E. P. Higgins 

PHILADELPHIA 
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When you send NATIONAL UNDERWRITER Subscripti 
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NATIONAL UNDERWRITER Subscriptions 


As Gifts this Year 
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@ Your gift brings the nation’s outstanding weekly insurance newspaper each week, containing 
the most complete news coverage about companies, people, policies, rates, changes, sales 
ideas, etc., that can be found anywhere. 

@ Your gift is in the best of taste, and your selection reflects intelligent respect for the qualities of 
the person's mind to whom you send the paper. 

@Such a gift will be a constant reminder of your good wishes—(52 times a year—plus all special 
editions). 

@ You send a big value, at little expense. The cost is only $3.00 per year, and where 10 or more 
subscriptions are ordered the price is reduced to $2.50 each. 
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his year for Christmas, you spend wisely and well... 
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Remember those who have been called from the insurance 
fraternity to serve in the nation’s armed forces. They will 
appreciate receiving an accurate weekly account of what is 
occurring in the business during their absence. 
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The National Underwriter, Life Insurance Edition 
175 W. Jackson Blvd., Chicago, Ill. 


Enter the following gift subscriptions: 
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A Christmas card inscribed with your 
name to announce that the gift is com- 
ing will be sent to each person on your 
gift list. Fill out the convenient coupon 
form below. 
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In honor of President Charles E. Becker’s birthday, 340 representatives of the 
Franklin Life in 19 states wrote almost $3,600,000 of business in the month begin- 
ning Oct. 13, an increase of $875,000. On Mr. Becker’s birthday more than $360,000 Workers in the Columbus, O., community fund campaign headed by Chairman 
was produced and sent to him with special cards and letters of greeting. Claris Adams, president Ohio State Life, secured $692,887 in pledges, exceeding their 

goal by $14,804, a new record. 
Mr. Adams is shown with “Super Marksman” badges pinned on him by enthusiastic 


workers. 


R. M. Vetter (right), Madison, Wis. general agent Continental Assurance, with a Roy Cox, president Houston Association of Life Underwriters; Major General 
one day’s catch from the Flambeau flowage. The muskies ranged from 40 to 50 Richard Donovan; E. P. Horne, president Houston General Agents & Managers As- 
inches long. sociation, and Harold J. Rossman, chairman, at the policyholders’ luncheon which 

featured Life Insurance Week in Houston. 


Joseph Zabler, Minneapolis general 
agent; Bert Odell, vice-president; H. P. 
Skoglund, president, and R. C. Knuth, 
Wrightstown agent, of the North American 
Life & Casualty, with the results of a five 
day hunting trip near Clark and Water- 
town, S. D. They bagged 100 pheasants, 
51 ducks, two geese and two jackrabbits. 
Mr. Knuth set a record by bringing down 
a pheasant and a mallard in one shot. 





